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LESS THAN 


Operators have found that all 
outsells other detergents by more 
than 10 to 1. 


Now, even bigger profits are 
yours when you vend all in this 
Canteen vendor, available on 
lease from your Lever distributor. 


Look at these advantages: 


@ Eliminates investment in expen- 
sive dispensing equipment 


@ Free installation and maintenance 
for normal wear and tear 


@ Simple to operate 


@ Slug-proof, pilfer-proof, not eas- 
ily jammed 


® Available for wall installation (as 
shown) or with floor stand 


Interested in further informa- 
tion? Ask your Lever distributor, 
or mail the coupon. 


Lever Brothers Company 
industrial Division, Dept. 317 
390 Park Avenue, New York 22, N. Y. 


Please send me further information about 
leasing the Canteen vendor for all. 


Name__ 





Address 





City 








Lever Brothers Company 


INDUSTRIAL DIVISION 
390 Park Ave., New York 22, N. Y. 
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WHAT'S THE: RIGHT-WATER TEMPERATURE f FOR. 
CLEANEST LAUNDRY STORE WASHES? ff | 


112° doesn’ t do the job... too cold! And you're wasting money heating to 183°. ae 
The right temperature for cleanest, brightest, washes is a constant, ! ‘ q 
plentiful supply of 140° water, provided economically:in any volume from © tt 

100 to 1000 gallons per hour or more by Aldheet Water Heaters. 


Whether you need an Aldheet Water Heater with its guaranteed rust-free” 
construction and trouble-free operation or equipment 
for an entire new store, it’s smart to consulteALD. 
Proper balanced equipment, engineered 
exclusively for the laundry store industry... 
backed by intelligent store planning, a 
oe national service and parts organization, and 
the nation’s most complete advertising — 
programs have made over 9,500 licensed 
_ Westinghouse Laundromat® stores ties ages es 
; é nen P 
supreme in profits and consumer acceptance. — Oy A. 0. Smith Corp. 4a \ : 


Can you risk your capital on untried equipment - ff. Foe 3. 
and inexperienced distributors when you too can afford _ | ey 
to have the best, work with ALD, and profit by the . 

~ consumer acceptance of the sign of the licensed 3 
Westinghouse Laundromat Store? Call or write for equipment). 
information and details on ALD's liberal financing plan. 
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° em A L D a H n Cc = 
ALD continues to set new standards ; 
° oan 7045 North Western Avenue, Chicago 45 
f or the laundry store industry. Offices in 44 principal cities. 
ALD Canada, Ltd., _ 


54 Advance Road, Toronto, Ontario 
© Ald, Inc. 1960 
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"Tis More Blessed ... 


Saw Alec Guiness in an intriguing TV 
play the other evening. He played the 
role of a lowly bank employee who, after 
27 years service, is still unrecognized by 
his superiors. The president of the bank 
can’t even get his name right. 

You know the type of part and can ex- 
pect that it’s only a matter of time before 
the auditors come in and find that there’s 
a shortage in the books. But that’s not 
the way it worked out. 

The idea of absconding with the funds 
does indeed occur to Alec but he real- 
izes that the bank is insured against 
such losses. And that the thief always 
gets caught and is the only one to suffer 
in the long run. 

That’s not for our hero. He is bound 
and determined that it’s the bank’s man- 
agement that will suffer, not him. 

His diabolical plan turns out to be 
very simple and effective. Instead of 
stealing money from the bank, he actu- 
ally puts his own money into it. He does 
this by passing money to unsuspecting 
tellers with the result that their cash 
accounts are always “over” at the end 
of the day. One day one teller is two 
dollars over, the next another teller is 
thirteen over. Naturally, this involves a 
lot of overtime in straightening out the 
accounts and creates utter chaos. You just 
can’t operate a self-respecting bank when 
the books don’t jibe. 

It was a clever bit of nonsense but we 
could see how almost any business could 
be hamstrung by such tomfoolery. Any- 
way, we decided that it was not likely 
to happen in a laundry operation. There 
might be shortages, yes; but not over- 
ages. 

It was only a day or so later, however, 
that we met a laundryman who told us 
one of his new route salesmen turned 
in his cash and had an extra $100 or so 
that he just couldn’t account for. 

—Henry Mozdzer 


REPRINT SERVICE FOR OUR 
READERS—Please write promptly if you 
want reprints of any article appearing in 
this issue. Cost is $13 per 100, one side of 
a single sheet; $21 per 100, two sides of a 
single sheet (8% x 11). Additional 100’s at 
$1.70, one side; $1.90, two sides. Minimum 
order is 100 reprints. For reprints in color 
or reprinted spreads or folders, please 
write for prices and additional informa- 
tion. All prices F.O.B, Lancaster, Pa 
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MARKET.---> 





LONG LASTING 


Guaranteed to last at least 12 weeks 





in actual operation 


TOUGH — Stands up under any production schedule. 


FLEXIBLE — Has plenty of resiliency and “give”. 
CONSTANT QUALITY — Due to quality control, possible because 


ALL RESINTEX 100 PRESS finishing operations are done in our own plant. 
COVERS are equipped ABRASION RESISTANT — Tough fibers made tougher by Gibraltar 
with a new type draw finishing. 
cord that will last for the FINELY WOVEN SURFACE — Gives your work a plus... smoother 
life of the cover. ironing 
* 
RESINTEX 100 is avail- 
able with SKIRTS or Sold Through Leading 


PUNCHED HOLES. Also 


nee by the yard. rey BRA LTAR : 
FABRICS, inc. 


254 — 36th Street, Brooklyn 32, N. Y. 


Distributors Everywhere 
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1960 GMC Truck Line 


The 1960 line of GMC 
trucks, powered by the first V-6 
truck 
new 


featuring 
suspension, 


engines and 
concepts In 
frame and cab design, has been 
announced by GMC Truck and 
Coach Division, General Mo- 
tors Corporation, 

All models develop top 
torque (load moving power) at 
low engine speeds, increasing 
fuel economy and reducing en- 
gine wear, Many of the light 
models have independent front 
suspensions with torsion 
springs, and combine the sus- 
pension with rear coil springs. 
The trucks have increased glass 
area for wide visibility; low 
silhouettes for easy entry; 
roomy interiors; wide tracks for 
safe cornering and better road 
stability; and low-level bead- 
lamps for extended night vision. 

The GMC Jr. Van, pictured, 
is a high-cube, retail 
delivery unit with walk-in rear 
and Described as 
extremely the 
vans have 98-inch wheel base, 
243-cubic-foot load area, and 
body and chassis fabricated as 
a single unit. Standard through- 
out the line are hydraulically 


¥%-ton, 


doors. 


maneuverable, 


side 


bar 
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for further information 
will get quickest and most 
complete attention as a 
worthwhile inquiry when 
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head. Be sure to mention 
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actuated clutches and improved 
brakes, 


electrical systems. 


steering geometry and 

For more information write 
GMC Truck & Coach Division, 
General Motors Corporation, 
660 South Boulevard E., Pon- 


tiac 11, Mich. 


Combination Cash Register 


A combination adding ma- 
described 
control 


chine-cash register, 
as a flexible business 
system with built-in adding ma- 
chine advantages, has been an- 
nounced by Victor Adding Ma- 
chine Co. 

Designated the X-61 model, 
the machine four clerk 
identification keys and enforced 


has 


registration to ensure that the 
operator identifies himself on 
the detail tape in order to open 
the cash drawer. 
tion designation keys serve as 
further 
for control purposes, The exact 


Four transac- 


clarification of business 


items designated may be ar- 
ranged to meet individual spec- 
ifications. 

The X-6] 
pacity of 999.99 and a grand 
total of 9,999.99. For further 
information write Victor Add- 
ing Machine Co., 3900 N. Rock- 
well St., Chicago 18, III. 


has a listing ca- 


Arlac Circular Released 

4 new circular has been re- 
leased about Arlac, a carbon- 
ated alkali, by J. B. Ford Divi- 
sion, Wyandotte Chemicals Cor- 
poration, 

The circular 


swatches to 


contains 


compare Arlac’s 


whiteness retention resulting 
from heavy-duty soil removal 
combined with soil suspension. 
Arlac, it is claimed, dissolves 
readily, may be used on the 
break alone, and reduces use of 
additional supplies in the suds 
bath. The booklet also states 
that Arlac is anhydrous, easy to 
handle and use. Arlac is avail- 
able in 350-pound drums or 
100-pound bags. 

For a copy of the circular 
write J. B. Ford Division, 
Wyandotte Chemicals Corpo- 
ration, Wyandotte, Mich. 


Red Mark Press Padding 


A new type of press-top pad- 
ding has been developed by 
the research laboratories of 
Whitehouse Nylon 
according to J. H. 


Products, 
Osborne, 
sales manager. 

Named Red Mark, the new 
material is constructed from 
100 percent nylon staple. It is 
easily identified since it is 
marked with a _ series of red 
stripes. The padding is chemi- 
cally treated added heat 
resistance and is said to pro- 
vide exceptionally long-wearing 
qualities. 

Red Mark is of needle batt 
construction for extra resili- 
ency. It is available in four 
different weights and is pres- 
ently offered in roll form plus 
custom-cut pads. 

For more information write 
J. H. Osborne, Whitehouse Ny- 
lon Products, 360 Furman St., 
Brooklyn 1, N. Y. 


for 


A coin-operated extractor 
equipped with a three-minute 
meter has been announced by 
Bock Laundry Machine Co. 

The Red Ball extractor has a 
direct-drive % hp. motor, elim- 
inating belts and_ providing 
faster acceleration and 
basket r.p.m. This, the 
maker says, results in more 
efficient drying and a_ shorter 
time cycle, The design includes 
a gyro balancing basket which 
eliminates the use of drive pins 
in the basket 
Lubrication of 


is minimized 


lessened. 


much 
more 


construction. 
the basket ball 


and vibration 


The Red Ball 15-pound-ca- 
pacity unit has a white baked 
enamel steel casing with con- 
venient recessed toe space. All 
fiber-glass parts are of a light 
surf green color. 

Users of Bock coin-meter ex- 
tractors are also offered attrac- 
tive two-color sets of display 
cards for use in self-service 
stores, The red and black cards 
are silk-screen processed to as- 
sure long life. 

For more information on the 
extractors and the display cards 
write Bock Laundry Machine 
Company, 3600 Summit St., 
Toledo, Ohio. 


Bunn Towel Tying Unit 


A tying machine has been 
developed by B. H. Bunn Com- 
pany for laundries that handle 
roll towels. 

Called the Roll Towel Tan- 
dem, the machine automatically 
ties roll towels at two places 
in seconds to prepare them for 
washing. This is said to prevent 
tangling and knotting of the 
towels during washing and to 
make easy their removal from 
the machine. Shaking out is 
The maker 
users report that penetration of 


wash 


unnecessary. Says 


and rinse waters is ex- 
cellent. 

Optional with the tying ma- 
chine is a twine tension booster 
for users who require a tighter 
tie. 

For more information write 
B. H. Bunn 7605 
Vincennes Ave., Chicago 20, 
Til. 


Company, 


All-in-One Laundry 
Chemical 

Solo 100, an all-in-one chem- 
ical product developed exclu- 
sively for industrial laundering, 


has been introduced by Nelson 
Chemicals Company. 


The maker says Solo 100 
contains everything in a single 
container, eliminating the need 
for large stocks of washroom 
supplies and complicated for- 
mulas. Blended with 


anhydrous silicate 


porous 
made _ only 
by Nelson Chemicals under a 


patented process, the product 
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MODEL 24 


—— A 
erasers 


When you need an ironer for a new laundry 
operation or to replace an obsolete machine, 


get information and a quotation on a Chicago 
Jroner. It will produce quality flatwork with 
a reasonable investment and low operating 
costs. Available in 100 to 5000 Ibs, per day 


production capacity. 


CHICAGO DRYER COMPANY _ a 


2212 NORTH PULASKI ROAD e CHICAGO 39, ILLINOIS MODEL 36 


“America’s Most Complete Line of Flatwork Inouenrs" 


December, 1959 








Surprise pro 
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Automatic Serv'ce & Supply Co. 
San Antonio, Texas 


| 
J 


is said to be 100 percent solu- 


| ble and 100 percent active. The 


maker points out that it con- 
tains no water, fillers or clay, 
and will not cause caking in 
traps or on heat exchangers. 

The company says Solo 100 
is equally efficient on shirts, 
pants, shop aprons or overalls, 
not only removing stains, oils 
and soil, but keeping them in 
suspension until they are rinsed 
out. The product is packaged 
in 400-pound drums and 100- 
pound bags. 

For more information write 
Nelson Chemicals Company, 
12345 Schaefer Highway, De- 
troit 27, Mich. 


Boiler Handholes Added 


Installation of 3-by-4-inch 
handhoies on the bottom of 
Fulton Lifetime tubeless boil- 
ers has been announced by 
Fulton Boiler Works, Inc. 

The maker says the hand- 
holes make it easier to clean 
and inspect the bottom of the 
boilers. The 2-inch washouts 
which were used previously 
have been discontinued. 

The 6, 10 and 15 hp. boilers 
now two 3-by-4-inch 
handholes on the bottom and 
the 20 and 30 hp. models are 
constructed with three each. 

For more detailed informa- 
tion write Fulton Boiler Works, 
Inc., Port and Jefferson Sts., 
Pulaski, N. Y. 


have 


Simplified Lint Trap 


A lint trap designed to re- 
duce maintenance of washers to 
once-a-week cleaning or less 
has been developed by Clesco 
National, Inc. 


The new product, called 
Lint-Eze, is said to eliminate 
shutdown due to clogged lint 
trays while cutting service and 
maintenance costs in half. The 
maker says the complete Lint- 
Eze adapted kit is simple to 
install and simpler to use. 

Lint-Eze is engineered to fit 
any tumble-action washer of 
any vintage of Bendix or Phil- 
co-Bendix and is available for 
test installations, For more in- 
formation write Clesco Na- 
tional, Inc., 1416 Central Park- 
way, Cincinnati 10, Ohio. 


Unimac Coin-Op Brochure 


A new color brochure en- 
titled “A Permanent Profitable 
Business” is now available from 
Unimac Company. 

Presenting the profit advan- 
tages of Unimac Coin Laun- 
dries, the six-page brochure 
tells how Unimac’s proven dur- 
ability makes it the practical 
equipment for coin operation 
use. The booklet describes the 
new Unimac 500 Washer-Rinse- 
Extractor combination with cut- 
away pictures illustrating the 
outstanding features. It also 
outlines the proven method of 
promoting Unimac coin laun- 
dries. 

For free copies of the bro- 
chure write Unimac Company, 
802 Miami Circle, N.E., At- 


Janta 5, Ga. 


Minivan Delivery Body 


= 


Boyertown Auto Body Works 
has announced a new 1960 
Model M-7 Minivan delivery 
body for laundry dry- 
cleaning routes. 

The lightweight, compact 
forward-control body is func- 


and 


tionally designed with a load- 
space capacity of 213 cubic 
feet and clear load-space di- 
mensions 90 inches long, 66 
inches wide and 62 inches high. 
The area is constructed with 
the side walls parallel to each 
other and equa) distance be- 
tween front and back walls and 
from floor to ceiling. 

The body is designed for in- 
stallation on %-ton classifica- 
tion, stripped, forward-control 
type chassis with a wheelbase 
of approximately 102 inches. 
Body construction is of corro- 
sion - resistant, high - strength 
alloy steel, coated with zinc 
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chromate before and after as- 
sembly. 

Standard specifications in- 
clude sliding cab doors, adjust- 
able tilt-forward driver’s seat 
with hinged back, double rear 
doors with 36-inch-wide open- 
ing, alloy steel load-space floor 
and other features. 

For more information write 
Boyertown Auto Body Works, 
Inc., Third and Walnut Sts., 
Boyertown, Pa. 


Redesigned Sorting Bins 


The redesigned line of Sorter- 
Transporter bins for shirts and 
wearing apparel has been an- 
nounced by Bishop Freeman 
Company. 

Now known as MultiTier 
S-e-c-t-i-o-n-a-]1 Sorting Bins, 
the new units feature separate 
five-bin tiers. These form 10-, 
15- or 20-bin sections as de- 
sired, five bins wide. The maker 
says the tiers stack and lock 
securely, instantly, one on an- 
other. 

For shirt laundries that pre- 
fer 10-bundle lots and vertical- 
type sorting units (three bins 
wide), Bishop has a new 
Sorter-Transporter. The rede- 
signed unit not only provides 
greater visibility and easier 
rolling, it also may be folded 
up to save plant space when 
not in use. Steel rod construc- 
tion is used throughout. 

Additional information is 
available by writing Bishop 
Freeman Co., 1600 Foster Ave., 
Evanston, IIl. 


Wyandotte Safety 
Campaign 

The December | opening of 
Wyandotte’s Winter-Safety 
Campaign was marked by the 
nationwide introduction of a 
new 1%-pound sample of Zorb- 
All, a safety product for pre- 
vention of slips, falls and skid- 
ding accidents. 

As an added feature of the 
campaign, colorful red and yel- 
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low winter accident prevention | 


cards were included with all | 


shipments from Wryandotte’s 
Blue Mountain, Miss., plant on 
50-pound bags of Zorb-All. 
The cards provide suggestions 
for prevention of slipping acci- 
dents in many danger areas. 
The company particularly rec- 
ommends Zorb-Al) for use on 
ice and snow around office and 
plant entrances. It is not a 
chemical product and will not 
damage shrubs, grass, fabrics, 
or discolor concrete floors and 
auto floor pads. 

For more information write 
J. B. Ford Division, Wyandotte 
Chemicals Corporation, Wyan- 


dotte, Mich. 


Shirt Identification Unit 
A unit designed specially for 


the small shirt service for fast, 
foolproof identification of lots 
has been announced by The 
Key-Tag Checking System Co., 
Cleveland, Ohio. 

Known as the Key-Tag Lot- 
Master, the new unit features 
a three-way check said to make 
mistakes impossible in handling 
lots and assembling them for 
finishing. The maker empha- 
sizes that employees need not 
even be able to read. 

The unit consists of a sturdy 
portable rack that stores the 
special Lot-Master net pins se- 
curely in perfect order. Missing 
pins are spotted at a glance. 


Everything is identified by the 
piece, using any marking sys- 
tem, Pieces are netted in the 
usual way, according to the 
finish desired, Each Lot-Master 
pin has a permanent colored 


Continued on page 68 
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all year long 
with 


© Detergent 


@ Bleach 
® Starch 


5c Alita 
Size Size 


; 


Vend-Master 
Dispensers 
Lifetime 
Guaranteed 


Sold coast to coast through 
Distributors and Ald, Inc. 


MAIL FOR FULL INFORMATION 
Automatic Service & Supply Co. Dept. SLJ-12 
Box 7267 
San Antonio, Texas 
Please rush prices, samples, information on LAUNDRY MAID 
PRODUCTS and VEND MASTER Dispensers. 


( ) Se Size ( | 10¢ Size ( ) Both 


Name 
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The end of the Fabulous Fifties 


We have come to the end of another decade, an era that has 
changed our ideas and our manner of doing business. 

Industry historians will recall many notable achievements 
during this period. It was during the Fifties that the one-stop- 
shop idea came into vogue. There was much discussion about 
the activated and non-activated store; the merits of shopping- 
center location, the drive-in, package plants, fast service. All 
these ideas were sparked by the mass exodus to the suburbs 
and plantowners’ efforts to stem rising distribution costs. 

Some laundrymen were still wondering whether the so-called 
neighborhood plants were here to stay when a brand-new type 
of self-service laundry skyrocketed into prominence—the coin- 
operated establishment that made laundry service available to 
the public any hour of the day or night. 

These were the years when the industry surprisingly redis- 
covered that the quality of its services left much to be desired; 
that we were not paying enough attention to research, automa- 
tion and public relations. Motivation studies came into promi- 
nence and showed we were out of step in our sales approach 
which lacked sufficient appeal to women. 

These years will also be remembered as the beginning of the 
transparent-packaging age and the start of the drip-dry and 
wash-and-wear trend. Where the trend will lead nobody knows. 
But it has already encouraged linen men to expand their serv- 
ices to include rental shirts and prompted family laundrymen’s 
interest in selling cotton shirts through their own outlets. 

Industrial launderers discovered a new and profitable side- 
line in dust control. The Golden Villain raised its ugly head in 
hospitals again causing institutional laundry managers to reex- 
amine their procedures to stamp out every possibility of cross- 
infection. The introduction of home driers, sanitizing agents 
and fabric softeners put a dent in diaper service sales. 

This was the period when cabinet shirt units made their 
appearance, along with laundry washer-extractors and a whole 
new line of conveyors, etc. 

As momentous as this whole decade was, the 1960's promise 
to be even more exciting and revolutionary. There is talk of 
a new device that will enable one operator to feed sheets into 
a conventional ironer. We are on the brink of perfecting a 
machine that will completely wash, finish and package flatwork 
at speeds approaching 100 feet a minute. A coin-operated dry- 
cleaning machine has been presented to the trade. And one 
can't even guess what other fantastic developments will follow. 

Aside from technological advances, businessmen in all indus- 
tries look forward to one of the biggest boom periods in history 
when the postwar babies come of age and start their own 
family units within the next few years. 

The climate is right for increased laundry sales for those who 
are willing to plan and work at it. 
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Here’s the easy way to satisfy customers! Use BLUFIXE to remove all stains—its full 
distribution of blue assures you gleaming whiteness, does away with gray deposits 
and soap specks. And BLUFIXE sterilizes as it works, prevents mildew, gives you 
whiter washes at lower cost, with a minimum of labor! 

COLORFIXE is the best-known way to safely turn out superior color work. It checks 
bleeding, prevents contact stains, imparts a soft-finish—and deodorizes. So economical 
to use, too! 

And LUSTERFIXE—for the laundry operator who wants to get the whitening result of a 
complete sour and a blue in one product—and in one operation! Excellent for those 
difficult-to-remove collar stains! Want more information? Just drop us a line—today! 


Established 1851 


H. Kohnstamm & Co., Inc. 


Er eslsaiaray ca NEW YORK 13, 161 Avenue of the Americas... CHICAGO 11, 11-13 E. Illinois St. 
LOS ANGELES, (P. O. Address) 2632 E. 54 St., Huntington Park, Calif. 


Foremost Manufacturer and Distributor of Quality Laundry and Cleaning Supplies 


ALAMEDA + ALBANY + ALBUQUERQUE «+ ATLANTA « BALTIMORE + BOSTON «+ BUFFALO + CINCINNATI «+ CLEVELAND *« COLORADO SPRINGS + DALLAS + DAYTON + DENVER 
DETROIT + FARGO + GREENSBORO + HOUSTON «+ INDIANAPOLIS + JACKSONVILLE +« KANSAS CITY, MO. + MEMPHIS + MINNEAPOLIS + NEW ORLEANS + OMAHA 
PHILADELPHIA + ST. LOUIS *« SAN ANTONIO «+ SEATTLE + TULSA 


FACTORIES: BROOKLYN, N. Y. » CAMDEN, N. J. * CLEARING, ILL. * CHICAGO, ILL. » KEARNY, N. J. *« NEWARK, N. J. « LOS ANGELES, CALIF. 
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Young Men Air Industry Views 


Many diverse management subjects 


discussed by under-40 leaders 


at St. Louis conference 


SEVENTY YOUNG LEADERS 
turned out for the 10th Annual Young 
Men’s Conference which took place 
at the Hotel Statler, St. Louis, Mis- 
souri, November 12 and 13. 

It wasn’t the largest meeting on rec- 
ord but all of the sessions were well 
attended and the speakers got a good 
hearing on the wide variety of sub- 
jects they presented 


Sales Promotion: Keith Robertson, 
Robertson’s Laundry, Sault Ste. Ma- 
rie, Michigan, outlined a number of 
provocative promotion ideas used by 
this plant to stimulate sales and in- 
terest. 

(a) Roll Your Own. The plant op- 
erates five trucks which are owned 
and maintained by the route salesmen 
who work on a straight commission 
basis. The commission is 22% percent 
for the two in-town routes and 25 
percent for the out-of-town routes. 
There is no legal contract drawn for 
this arrangement but the plant pays 
the cost of painting truck signs and 
the salesmen are still subject to dis- 
charge and suggestions. (There is no 
drivers’ union here. ) 

One route has operated this way for 
the past 10 years; the rest for six. The 
newest salesman was hired two years 
ago and has the highest sales average 
of the fleet. Where this particular 
route used to average $1,800 to 
$2,000, it is now doing $3,000 to 
$3,200 during the peak weeks of the 
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summer tourist season. The salesman’s 
entire family pitches in during the 
three busiest months and he puts in 
12 hours a day seven days a week to 
reach this total. 

The lowest routes average $600 to 
$800 a week. Aside from the fact 
that the men seem to work harder, be- 
cause they are in business for them- 
selves, management also notes that 
they are more careful and have had 
no serious accidents. 

(b) Luncheon Parties. Each Thurs- 
day noon Robertson’s 50 employees 
take turns in arranging a luncheon 
party for each others’ entertainment. 
The food is homemade and the talent 
local. Management contributes _ its 
share in these affairs with $20 worth 
of grab-bag prizes. Plant tours are 
usually scheduled to coincide with 
these programs two to three times a 
month. Inviting special groups to tour 
the plant—like a group of retired 
Great Lakes ship captains—is usually 
interesting enough to warrant some 
free newspaper publicity. 

Husbands and wives are invited to 
attend the special laundry parties at 
Thanksgiving and Christmas time. 
And attendance will top a hundred. 

The plant charges each employee 
30 cents a week for maintenance of 
uniforms. This money is used to cover 
the cost of an annual picnic at the 
shore and this event draws up to 175 
people. Purpose of all these festivities 
is to make for a happy plant. Happy 
employees help to promote a plant. 


(c) Robertson’s Plaid. The man- 
agement, which is of Scotch descent, 
has come by a unique plaid material 
which is used by the company’s bow]- 
ing team. It has become identified as 
“Robertson’s Plaid.” Shirts are made 
of this material to sell for $3 and, in 
effect, the wearer becomes a walking 
advertisement for the plant. 

Robertson’s now famous Dancing 
Doll display—which attracts kids and 
families from all over the area—also 
features this plaid on the dancing fig- 
ures from time to time. 


Public Relations: Charles M. Smith 
III, Capital City Laundry, Montgom- 
ery, Alabama, outlined his company’s 
female-centered public relations pro- 
gram. (See STARCHROOM, September 
1959, pages 52 and 53.) 

Capital City also sends out about 
50 congratulatory messages each 
month to local people who make the 
news. The mailing piece reads: “With 
so much disturbing news in the papers 
these days, it’s pleasant to read about 
your accomplishment . . .” and a copy 
of the news release is attached. 

Capital City also sends AIL re- 
leases, pamphlets and_ bulletins to 
community leaders who might be in- 
terested in some phase of laundry 
business operation. 

Door prizes are given to every 
women’s club in the city and pro- 
grams are printed for some groups. 
Advertising expenditures run about 
2% percent of sales. 


Customer Relations: Robert Vartdal, 
Falconer’s Launderers and Cleaners, 
Minneapolis, Minnesota, presented his 
company’s sales philosophy. 

It was his contention that laundries 
have one of four things to sell: quality, 
convenience, service and price. “You 
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can only sell one,” he said, “to make 
it go over, even though you may think 
you possess all these characteristics.” 

His drive-in plant concentrates on 
quality and caters to men (who are 
more likely to appreciate this charac- 
teristic than women who are more 
prone to be price-conscious shoppers). 

The plant does no advertising, but 
has built customer loyalty by placing 
management in the front office to meet 
and chat with male customers as they 
come in. The drive-in does $5,000 a 
week plus. 


Who's Boss: Gus Jaudes, Jr., White 
Line Laundry, St. Louis, Missouri, 
emphasized the duties and responsi- 
bilities of the plant manager in the 
operation of a successful plant. Plan- 
ning, records and discipline were 
cited as some of the most important 
elements of his job. 

One of the unusual features of the 
White Line operation is that route 
salesmen are required to make 80 


stops a day. If they have only 60 reg- 
ular customers, the balance has to be 
made up with calls on new prospects. 


Coin-Ops: Warner Williams, Crown 
Laundry and Cleaning Company, 
Mexico, Missouri, gave a detailed 
breakdown on the costs and problems 
of his company’s two coin installations 
and the need for actively promoting 
these in the face of increasing coin- 
op competition. 


Growing Pains: Byron N. Mallis, Park 
Forest Laundromat and _ Laundry, 
Park Forest, Illinois, told of the grow- 
ing pains experienced in going from 
quick service to full-line laundry op- 
erations. His story appeared in 
STARCHROOM last month. 


Personnel Training: Joe S. Wong, 
Sunlight Laundry, Shreveport, Louisi- 
ana, discussed counter girl training. 
Excerpts from his talk are presented 
elsewhere in this issue. 


A. I. L. Speakers 


The Crystal Ball: George Isaacson, 
General Manager, American Institute 
of Laundering, made a close analysis 
of the state of the industry and, in 
spite of the unfavorable factors affect- 
ing laundry sales at present, saw many 
bright spots in the future. To wit: The 
population is increasing rapidly at the 
rate of 3 millions a year. (Our best 
prospects are teen-agers, retired folk 
and the increasing number of working 
women.) The discretionary income 
has more than doubled in the past 
10 years, which means people have 
more money to spend for services of 
all types. And the industry’s PR pro- 
gram now supported by 800 subscrib- 
ers should help sell more of our 
services. 

Other observations: While family 
laundry volume has declined, Mr. 
Isaacson noted that bachelor bundle 
business has been increasing steadily 
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during the last decade and is up 27 
percent at AIL during the past two 
years. 

He thinks there is a future for full- 
finished services but quality and pack- 
aging must be good. 

One of our errors is in pricing flat- 
work by the pound instead of by the 
piece. For example, AIL found that 
with a pound pricing schedule four 
sheets weighing 6 pounds averaged 
out to 43 cents each. AIL now charges 
20 cents per sheet and 10 cents for 
pillowcases to bring the price in line. 

With distribution costs going up, 
Mr. Isaacson opined that it might be 
wise to combine stores with routes. 
Keep the service in stores fast; make 
route service as slow and as big as 
possible to keep costs down. 


Wash-and-Wear: Ward Gill of AIL 
reported that 80 percent of the dress 
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Part of the group of 70 laundry industry 
leaders under 40 years of age who at- 
tended the two-day conference at the 
Statler Hotel in St. Louis 


shirts produced are made of resinated 
cotton, indicating that wash-and-wear 
is here to stay. 

The newest application of wash- 
and-wear is in sheets which will be 
coming out on the market in January. 
These ‘could present a serious threat 
to the industry since customers, such 
as hotels, could buy them and simply 
tumble-dry them without any further 
finishing. AIL is still pondering 
whether or not to award the Seal to 
such sheets if they measure up to its 
standards of launderability. 


Plant Management: William Bee of 
AIL pinch-hit for William B. Cald- 
well, Pilgrim Laundry, Inc., Indian- 
apolis, Indiana, who suffered a heart 
attack and never made the show. Mr. 
Bee gave pointers on personnel rela- 
tions and emphasized that manage- 
ment must have enthusiasm to make a 
plant click. 

Guest speaker Dr. Walter Eber- 
hardt, St. Louis University, gave an 
entertaining after-luncheon talk on 
“Fads and Facts of Exercise and 
Diet.” 

Chairmen for the sessions included 
Robert T. Schwabe, manager, Asso- 
ciated Laundryowners of Greater St. 
Louis; Jack Fisher, president, Associ- 
ated Cleaning and Laundry Services 
of Missouri, Inc.; Leonard Holden, 
president of the St. Louis association; 
and Cecil H. Lanham of the AIL staff. 

Another feature of the two-day pro- 
gram was a series of buzz sessions 
during which the delegates compiled 
a series of check lists on such topics 
as the best way to stimulate sales, 
best ways to compensate route sales- 
men, areas of diversification. 

—Henry Mozdzer 
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This Russian laundry produces 15 tons of laundry in a 16-hour day with two shifts. About 10 tons is family 
work; the rest commercial. Linen supply is unknown in the Soviet Republic 


A linen supplier's views on 





Laundering in Leningrad 


PRACHECHNAYA might sound like 
a new blintz, but that’s what laundry 
is called in the Soviet. And only by in- 
ferring that secret weapons were be- 
ing manufactured in a prachechnaya 
was I finally allowed an official visit 
at the end of our three-week, seven- 
city tour of the Soviet. 

It started in July of this year when 
I was asked to join a group of mem- 
bers of the Young Presidents Organi- 
zation and their families on a tour of 
the Union of Soviet Socialist Repub- 
lies. We—including my wife and 
three of our children ranging from 3 
to 17 years—arrived in Moscow on 
August 17. Our group was the first 
from the United States permitte:] 
entry to industrial, service and social 
institutions. 

We were eventually given the op- 
portunity to visit a dairy, chemical 
plant, tractor factory, hydroelectric 
dam under construction on the Volga 
River near Stalingrad, a factory mak- 
ing machine tools, a television station, 
hospitals, sanitoria, schools (including 
a ballet school), Moscow State Uni- 
versity, 2 collective farm, a kinder- 
garten, construction sites, and finally 
a laundry. We also went for many 
walks without Intourist guides. We 
know we followed on some 
occasions and, therefore, assumed we 
were always followed. 

Before arriving in Moscow, I had 
requested through official channels the 
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By LAWRENCE C. KLINE 
Kline's Coat, Apron & Towel 
Service, Philadelphia, Pennsylvania 


opportunity to visit laundries in Mos- 
cow. Nothing came of this request; 
no answer was given. I was not told 
that I could not visit, nor was I given 
permission to see a laundry. Repeated 
questioning was answered with shrugs. 
We were staying at the two-year-old 
Hotel Ukraine in Moscow, over 1,000 
rooms in one of the six skyscrapers 
(28 floors) in the city. A member of 
our group obtained permission for me 
to visit the hotel laundry. The equip- 
ment compared with what we found 
here in 200-room hotels with laundries 
equipped before World War I. Some 
guest work was done here, although 
most guest laundry was washed and 
ironed by the maids at individual re- 
quest. 


Laundries out of bounds 


The Ukraine Hotel laundry proc- 
essed 4,000 pounds per day on two 
shifts, with 15 employees on each 
shift. While the quality of the ironing 
was good, the uniformly gray color 
would not be acceptable to our cus- 
tomers. The workers were all earning 
incentive bonuses. I was not permitted 
to take any pictures here, which put 
the hotel laundry in the same re- 


stricted class as airports, railroads, 
bridges, factories and military installa- 
tions. This was the last I was to see 
of any laundry until the day we left 
Leningrad to start our trip home. 

In Stalingrad I asked, of course, to 
visit a laundry and was told there 
were no large laundries there. Each 
industry or institution that had the 
need for laundry service had its own 
equipment. The deputy chairman of 
the city’s economic council recognized 
the advantages of a large plant, but, 
he said, other installations were more 
important to Stalingrad’s economy. 

In Sochi, a health resort on the 
Black Sea, I was told that the laundry 
had “overproduced” the day before, 
and the workers had been given a 
holiday. I kept my tongue in cheek 
and check. 

In Kharkov, in the Ukraine, the re- 
ply to my request to see a laundry 
was answered by, “What laundry? I 
do not know of any laundries.” But 
some native friends offered to take 
us to one. Unfortunately, we were 
leaving on their free day and could 
not go alone. 

In Kiev, also in the Ukraine, my 
usual query met with the answer, 
“The director of the laundry is on 
vacation. No one else can give you 
permission to visit it.” 

Leningrad, a city of 3,000,000, de- 
lighted all of us. The most European 
city, it was the cleanest and most ele- 
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Tingue Brown offers its latest laundry items early 


For highlights of the Tingue Brown Laun- ORDER AND SAVE 
dry Line without waiting for your stand- A complete listing of the latest Tingue Brown 


. . i ations in ge : rol basket liners, bags, 

ard Catalog. mail the coupon below. RS en eree eee ot basket line - bag 
: ‘ ss nets, baskets, trucks, slings, and a host of other 

As a service and a saving to you, Tingue 
: sae items. Handy order cards enclosed. 
Brown has extracted its newest items and 
a gt ease eee ee ees eee 
offers them on a pre-publication basis. so 


that you may plan ahead, order early and 


TINGUE BROWN & CO. 
buy at a say ing. 1765 Carter Avenue + New York 57, New York 


Please rush your preview Catalog of laundry items at a saving: 


NAME 


TINGUE, BROWN & Co. 


1765 Carter Avenue * New York 57,N.Y. * CYpress 9-8800 
1227 Wabash Avenue + Chicago 5, Illinois * HArrison 7-0083 
723 E. Washington Blvd.* Los Angeles 21, Calif. Richmond 9-6023 
507 Bishop St.N.W. + Atlanta 13,Go. + TRinity 4-3864 


ADDRESS 


CITY ——__._._......__.__- STATE 
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Processing equipment includes 
48-inch open-end tumblers and, 
for the most part, reminded 
Larry Kline of equipment made 
in the United States 40 to 50 
years ago. But the Russians ex- 
pect to surpass us within the 
next 15 years 


Author Larry Kline enjoys a laugh with 
Vice-President Richard M. Nixon at te- 
cent Young Presidents Organization meet- 
ing where he was invited to tour Soviet. 
Mr. Kline is immediate past president of 
the Linen Supply Association of America 
and was one of the industry leaders to 
judge Starchroom’s Parade of Progress 
Contest 


gant city on our trip, and therefore 
least typical of the new Soviet. It was 
here, at long last, that my persistence 
paid off. Notified at 10:30 a.m. that I 
was to be picked up at 11:00 a.m. at 
the Astoria Hotel by Mr. Koshkov 
Mihail Nilovich, chairman of the De- 
partment of Services of Leningrad, I 
made sure to have my camera and be 
ready ahead of time. His responsibili- 
ties include, in addition to 16 Jaundry 
and drycleaning plants, all the hotels 
and restaurants in Leningrad, the wa- 
ter system of Leningrad, and the fac- 
tory manufacturing laundry equip- 
ment for the entire Soviet Union. As 
a visible symbol of his high position, 
he arrived in a Zim limousine com- 
plete with chauffeur. The car and 
driver were assigned to him for his 
own use, I was accompanied by one 
of the five official Intourists guides 
who were with our group throughout. 

The exterior of the laundry was in- 
distinguishable from the many small 
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factories in the area. Before being per- 
mitted to go through the laundry, we 
(our son, Stuart, 17, visited the plant 
with me) were required to put on 
white frocks. All employees in the 
plant wore these same garments. The 
laundry processed 30,000 pounds of 
work per day on a_two-shift basis. 
Two-thirds of this work consisted of 
family bundles, and one-third was 
commercial, Linen supply service, as 
we know it, does not exist. in the 
USSR, according to Mr. Nilovich, but 
he was very much intrigued by the 
many possibilities indicated in my re- 
marks to him of our methods. 

The laundry is staffed by 423 
women and two men. One of the men 
is the director and the other his assist- 
ant. All other positions, including 
those in the washroom and _ super- 
vision, are filled by women. A very 
small percentage of the work is press- 
work. There are only two press oper- 
ators and eight hand ironers on each 
shift. The plant operates 16 hours per 
day Monday through Friday, and 12 
hours on Saturday. 

Family bundles are washed in cot- 
ton nets (I saw only white work in 
the plant). All the washwheels are 
identical metal wheels with 110- 
pound capacities. They are very simi- 
lar to the kind seen in France, where 
the she)) revolves with the cylinder 
when the load is ready to be unloaded 
so that the work dumps on a tray that 
is almost flat on the floor under the 
wheel. The tray with work is pulled 
across the floor te the extractors. 

One interesting fact about the 
washwheels is that supplies are piped 
in from a central source. Water is 
heated to about 120° F. and the 
formulas average 1 hour 40 minutes. 
The extractors are comparable with 
our 36-inch centrifugal extractors. The 
flatwork ironers are approximately 20- 
inch cylinder ironers and 90 inches 
wide, and operate at 15 to 20 feet per 
minute. The tumblers were open-end 


with about a 48-inch cylinder. The 
presses were motor-operated. 

Mr. Nilovich pointed out to me that 
40 years ago there were no laundries 
in the Soviet Union. My impression 
was that the equipment rated in 
efficiency with equipment made in the 
United States 40 or 50 years ago. 
We must not, however, deprecate this 
old-fashionedness. There is no doubt 
in my mind that the Soviet could pro- 
duce laundry equipment suitable for 
lunar work, if it so wished, staffed 
with properly trained luniks. 


Laundries could match luniks 


Such is concomitantly the advan- 
tage and disadvantage of a politically 
unified, hierarchical bureaucratic sys- 
tem: Concerted effort can be made 
instantaneously from a central office 
in a Moscow ministry to the least im- 
portant worker to produce what is 
needed in a given direction to obtain 
the goal demanded. This year the 
world saw the lunar rocket which was 
produced by the combined weight of 
the scientific and financia) resources of 
the USSR. No committees or biparti- 
san domestic policy restrained this 
action. Therefore, it is entirely con- 
ceivable that Jaundry equipment and 
processing, if so rated in priority, 
could achieve such Twenty-first Cen- 
tury streamlining. 

The fact that this service exists now 
speaks for itself, for 40 years ago over 
80 percent of the Soviet population 
could not read “prachechnaya,” let 
alone use its service, Khruschev and 
the people of the Soviet Union firmly 
believe that within the next 15 years 
they will have a higher standard of 
living than we. We must think and 
plan so that our over-all superiority 
and material power today do not de- 
lude us into thinking that it will be 
ever thus without nonpolitical scien- 
tific research and the propaganda of 
deeds. LD) 
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Procter & Gamble research brings you better-than-ever 


OZ ON UWS 





The best detergent ever built for top efficiency and economy! 


Improved in Procter & Gamble’s laboratories, Ozonite has proved better than ever in 
field tests under actual working conditions. Results show that this ready-to-use bal- 
anced blend of high titer soaps and alkaline builders gives superior soil removal, excel- 


lent whiteness maintenance and wide safety to fabrics, load after load. 


And because Ozonite is always uniform in strength and quality, even an inexperienced 
washman finds it easy to get results you’ll be proud of. When the proper suds level is 
reached, he knows he’s added the right amount of Ozonite. Moreover, because of its 
balanced composition, Ozonite requires fewer rinses. 


Save time, manpower and money with the complete detergent—today’s improved 


Ozonite! Try it for 30 days. For more information, write: 


Tonhvh,. LL Manager, Bulk Soap Sales Department P.O. Box 599, Cincinnati 1, Ohio 
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MERIT WINNER ¢ PARADE OF PROGRESS 


Cost Control Is the Key to 
Successful Plant Operation Today 


By HAROLD FISH 
Vice-President, Fish Dry Cleaning © Laundry Co. 
Baltimore, Maryland 


STARCHROOM’S CONTEST was 
timely because it coincided exactly 
with a program of modernization 
which we had discussed for quite 
some time, and finally decided to go 
ahead with during 1957. 

Our plant, while not 
needed modernization in shirt proc- 
essing, and we were not exactly happy 
with our method of identification of 
customers’ goods. It is, however, a 
very difficult thing for a plantowner 
who is constantly “plagued” or 
“blessed” by sales representatives for 
all different types of equipment to 
make the judgment as to the type best 
for him; and to make the capital in- 
vestment that is a very major item 
with a good assurance that the equip- 
ment purchased will pay itself out in 
a reasonable period of time. 

We solved this multiple problem by 
the retention of a firm of consultants 
who had good references from per- 
sonal friends within the industry. We 
worked closely with the engineer. At 
this time we were beginning to get 
serious reaction from possible labor 
sources as to our average wage scale 
and were experiencing a much higher 
degree of labor turnover than had 
been our prior experience. Our aver- 
age hourly wage at this time was 68 


archaic, 


cents per hour. 

After a complete analysis of the 
costs and possible savings in our shirt 
processing, we had one unalterable 
fact facing us: Over a period of a year 
our cost per 100 shirts averaged 
$3.95. The analysis indicated a shirt 
cost of $2.40 for an investment of 
$36,000 and a cost of $2.85 for an 
investment of $5,000. We chose the 
smaller investment and our shirt costs 
have not exceeded $2.87 for the past 
six months. 

We established an incentive pro- 
gram on the entire plant. At the pres- 
ent time the average earnings of the 
plant are above 90 cents per hour, 
which puts us in a very favorable 
competitive position. 
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Upon the engineers advice we 
changed our marking procedure to 
complete invisible identification and 
were able to substantially reduce the 
number of employees in the plant 
through the lot processing method. 
Quality controls were added to this 
entire incentive plan, which pays cash 
rewards and assesses cash penalties 
for errors and mistakes found and 
made. 

All of these things were done; and 
let us now assess the factors in terms 
we laundrymen understand. We spent 
a lot of money for an engineering pro- 
gram. What did we get? Was it worth 
the money? So—let’s look at the hard, 
cold figures that cannot be disputed. 

Our average wage is over 90 cents 
per hour. Laundry productive labor is 
under 21.0 percent. Indirect labor 
costs including all superintendents are 
7.0 percent. Our claims are about 1 
percent. On the basis of these figures, 
and comparing with published figures, 
it certainly seems that our labor costs 
are much better than those experi- 
enced by the industry at large. There 
was only one difficulty—we still were 
not making the profits we formerly 
made. 

It now makes a degree of startling 
sense—we never operated in 1958 be- 
fore—we can’t get help for 60 cents 
per hour which was over average pay 
in 1956. We pay more for supplies— 
we pay more for deliveries—we pay 
more ad infinitum—but how much 
more do we get than we did before? 
Let’s look: 


Item 1956 1958 % Plus 


.22¢ 0 

; .16 14.3 

Tablecloth ; .18 12.5 
Uniforms R -60 9.0 
Undershirts ‘ 12 20.0 
Drawers ° 12 20.0 
Pants ‘ -50 0 
Dresses (house) . . -40 14.3 
Pajama pieces ... . a7 2) 
Pillowcases J .09 28.5 


We weighted out the actual percent 
increase we had, and while we went 


way up on some items, the total in- 
crease to the customer showed a gain 
of only 6.2 percent. We had a lot of 
customer resistance to the last price 
increase and it had a marked effect 
on our business volume, so we feel 
that a further increase now would 
have the effect of pricing us out of 
the reach of many pocketbooks. 

Six point two percent doesn’t even 
start to equal the cost of the increases 
in the supply, store rental, route salary 
and office costs in the past two years. 
So what can be done? We didn’t want 
to close the doors and say “We don't 
know how to run our business in 
1958.” We had a good start, however, 
in the right direction; we had a basic 
cost of labor that was lower per item 
of work than it had been in 1956, and 
we had had a taste of engineering 
principles. 


Tight budget initiated 


So we went to work on each indi- 
vidual item of expense and subjected 
it to microscopic analysis. We set up 
a budget for every purchased or ex- 
pense item and made the department 
head for that division directly re- 
sponsible for the maintenance of this 
budget. We got the engineer back in 
to comb over the office procedures for 
possible additional cost reductions. 

This time we started to get results. 
We tied the budget tightly to the dol- 
lar sales that were developed by the 
stores and routes and varied the 
amounts allowed for each item by the 
sales. 

We now know exactly where we 
are, profitwise, at all times, and have 
exact and complete control of each 
item of expense. We learned a _ lot 
about our company in the process. We 
found a lot of spots that cost too much 
and some in which we weren’t spend- 
ing enough. But we learned the big- 
gest thing of all—a lot of money can 
be made in the laundry business! 

Apply the same business techniques 
that are used by the large successful 
manufacturers to control costs and ex- 
pense. Go after sales with the same 
enthusiasm that a hungry tiger shows 
for a fat doe, have a well engineered 
plant—and then watch like a hawk 
to keep all facets in line. OOD 
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Meet the year’s best answers to bigger savings on 
busy routes—Chevy’s 1960 Step-Vans! With a 
new lower-than-ever price, the latest in dollar- 
saving engine and chassis components, lots of 
load space and matchless convenience, they’re here 
to help you do more and save more, day after day! 





SURE-SAVING POWER. One sure way to clamp down on 
daily operating costs: a 1960 version of Chevy’s famous 
135-h.p. Thriftmaster Special 6. Standard in Step-Vans, it’s 
built for tight budgets with 8.25 to 1 compression ratio, 
special economy-contoured camshaft, tough drop-forged 
steel crankshaft and wear-saving oil bath air cleaner. 
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Sharp new ways to shave high costs! 


COST-SAVING CHASSIS. This toughie keeps maintenance 
expense /ow on component-pounding runs. Smooth Synchro- 
Mesh transmission shifts easy and lasts; heavy-duty 11” 
clutch withstands continuous stops and starts with mini- 
mum wear; low-friction design of ball-gear steering saves 
you servicing dollars, too! 


BIG PAYLOAD BODY. There’s plenty of room for every- 
thing; up to almost 400 cubic feet of cargo space! Bodies, in 
lengths of 8, 10, or 12 feet, stay in good shape longer, thanks 
to sturdy all-steel construction. Fiberglass insulation pro- 
tects cargoes ... and G.V.W.’s go up to a high 10,000 lbs.! 


TIME-SAVING CONVENIENCE. Wide side and rear doors 
speed up cargo handling. Double rear doors, 38” wide, are 
standard; double rear doors, 60” or 72” wide, are optional at 
extra cost. Loading is a breeze because the entire load com- 
partment is lined with smooth steel panels, free of projec- 
tions that could interfere with payload packing. 


CHEVROLET STEP-VANS FOR ’60 
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1960 STRIPPED CHASSIS MODELS. Available in a wide range 
of G.V.W.’s and wheelbases, Chevy’s tough, economy- 
powered forward controls suit many special bodies, including 
yours. Check into ’em at your Chevrolet dealer’s soon... . 
Chevrolet Division of General Motors, Detroit 2, Michigan. 





MERIT WINNER © PARADE OF PROGRESS 


Cash-and-Carry Has Taken Over 


That’s why we've dropped 
our routes and concentrated 


on package plants 


By RUSSELL J. WOLF 


Brown-Trueblood Inc. 
Marion, Indiana 


MIRACLES CAN HAPPEN in our 
laundry and drycleaning industry if 
we place effort and common, ordinary 
horse sense in our operations today. 

Imagine operating with horse and 
wagon today as we did 75 years ago. 
Imagine us not following in line with 
the trend (machinery or laborwise). 
Today we can operate with a number 
of persons who know our operation 
because it is easy to learn. It’s strictly 
push-button compared to yesterday 
when we had to employ specialists to 
run our washroom and drycleaning 
departments. 

When you think of the grief elimi- 
nated in this business today, com- 
pared to yesteryear, you wonder how 
our elders ever operated. 

Eight years ago we had 13 routes. 
Today we operate two, which are 
strictly zoned. We don’t think this in- 
dustry is any different from the many 
other concerns that have done away 
with pickup - and - delivery _ service. 
Let’s face it; cash-and-carry has taken 
over. It costs less and is more con- 
venient. 

We operate our six drive-ins 10 
percent more cheaply than our routes. 
Most of our drive-ins are located on 
the right side of the street, going into 
the business section. Some are in fac- 
tory areas, where there is lots of 
traffic. We think the success of any 
drive-in office, or drive-in plant, is 
location. As a matter of fact, it ac- 
counts for 75 percent of our business. 
If a one-way street pops up in front 
of our drive-ins we increase our pro- 
motions. 
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We have a smaller package drive-in 
plant, located in an area with lots of 
traffic (consequently lots of sales). 
This plant feeds our parent plant with 
volume during the slow seasons— 
July and August, January and Feb- 
ruary. At times the production in the 
small plant is closed down except on 
Saturday—when it takes care of all 
of its own specials and our main 
plant’s specials. 

The main plant has been cut back 
to the size of a large package plant, 
eliminating as many fixed costs as 
possible, although it will always be 
able to take care of the smaller pack- 
age plant’s overload. At present the 
main plant handles all shirts. This will 
be eliminated in the future, as shirt 
units will be installed in each package 
plant (shirts only). 

All of our drive-ins have plenty of 
parking area and we have installed 
shop-at-the-window service—from the 
customer's car. 

We recently purchased five choice 
locations for synthetic drycleaning 
drive-in plants, to be erected in the 
near future. Besides that we signed 
a lease with a huge shopping center 
to be erected this year, where we will 
install a one-hour plant—drycleaning 
and finished shirts only. 


Automatic equipment savings 


We have changed over from man- 
uals to automatics. This eliminates 
headaches, gives us more time for 
management and supervision and last, 
but not least, it brought our cost down 
to the point where we could operate 
profitably. The cost of operating our 
washroom with small open-end wash- 
ers is barely 2 percent of our gross 
sales. This situation also exists in our 
drycleaning department where we 
eliminated the cost of an $85-a-week 
man by installing automatic equip- 
ment. 

Customer control is maintained at 
our sales outlets. Cards are sent out 
the first time a customer misses, ask- 
ing where she has been, and are fol- 
lowed up with a letter, “What have 
we done wrong?” This customer con- 
trol is checked by our sales supervisor. 


If the customer does not show up, a 
personal contact is made. 

Our quality control is handled 
through the heads, and inspections are 
made periodically. 

Customer testimonials are secured 
through our office operators, as they 
are compelled to get a fixed amount 
of customers’ comment concerning our 
shirt quality, etc., each week. Shirts 
are inspected, hourly, by the produc- 
tion manager. 

Daily records are kept by our pro- 
duction manager, with a daily break- 
down of sales in both laundry and 
drycleaning—giving us the productive 
payroll cost for each day. 

A weekly cost report goes to de- 
partment heads, also. The sales anal- 
ysis gives us a complete picture for 
the previous week’s business. Since 
the first of the year we have com- 
pletely eliminated the operation of 
our Stoddard solvent plant and sub- 
stituted synthetic equipment to take 
care of our entire cleaning production. 

We have failed to mention that we 
run continuous promotions. Premiums 
of all sorts, one-cent sales, specials, 
one-for-three inducements, Red Star 
(if one appears on your invoice it’s 
free). So many of these different pro- 
motions have played a big part in 
keeping our sales up. 

We have standard cost figures 
throughout our operations and we 
write AVO’s (avoid verbal orders) re- 
peatedly to all heads in keeping our 
operations under control. Follow- 
through, to the letter, is our motto, 
and we never take for granted. 

We think the recent recession is 
what a lot of individuals, including 
ourselves, in this particular business 
needed to get their operations in pace 
with the present trend—also consider- 
ing the fact we will never get back 
a certain amount of business that has 
disappeared through the scientific and 
modern trend of today. 

Our industry is far from dying. It 
is the owner who is to blame if his 
business is no longer healthy. He 
simply didn’t apply two-and-two 
common-sense operation and keep up 
with the present economy. [0 
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PROSPERITY FROM THE BEGINNING - For years, Ace Laundry Company has been providing both 
laundry and dry cleaning service to a substantial portion of Chicago’s North Side. One of the reasons for the well-established 
success of the Ace Laundry Company has been the warm spirit of cooperation and loyalty which has always existed among 
its employees. A number of employees, for instance, have been with Ace Laundry for as many as 25 years. Also veterans, in 
terms of service years, are Prosperity Aprons which have been used continuously by Ace Laundry ever since it started 
business. This is another example of how the fabrics produced by Mount Vernon Mills and the industries they serve are 
serving America. 


UNIFORMITY 
Makes The 
Big Difference 


' ‘ TURNER HALSEY 
ount |/ernon ills, ine. aM PEN 


In Industrial = A LEADER IN INDUSTRIAL TEXTILES 
Fabrics 


Main Office and Foreign Division: 40 Worth Street, New York, N. Y. Branch Offices: Chicago * Atlanta * Baltimore * Boston * Los Angeles 


Always look for this purple stripe in all PROSPERITY” and ORIOLE® fabrics. It’s your 


assurance of fine performance and longer | life in apron duck and cover cloth fabrics. 


PROSPERITY and ORIOLE purple stripe fabrics are available ONLY from these laundry supply jobbers: 


THE CARMAN CO., Denver, Col. * CARMAN-CONLEY, INC., Chicago, Ill., Indianapolis, Ind., Milwaukee, Wis. ° CARMAN-MITCHELL-WING CO., 
Stoneham, Mass. * CARMAN OHIO CO., INC., Cincinnati, Ohio * CARMAN PITTSBURGH INC., Pittsburgh, Pa. * CARMAN SUPPLY CO., Cleveland, 
Ohio * C. C. CHEMICAL CO., Sunnyside, L. 1. * JOHN P. LYNCH CO., San Francisco, Calif., Los Angeles, Calif. * MORRIS & ECKELS, INC., Alexandria, 
Va., Norfolk, Va., Baltimore, Md. © MORRIS & ECKELS CO., Jacksonville, Fia., Atlanta, Ga. * OSMUND & CO., Portland, Ore. * ROCHESTER 
CARMAN SUPPLY CORP., Rochester, N. Y. © JAMES E. ST. JOHN, Philadelphia, Pa. * E. J. THOMAS CO., Columbus, Ohio * THOMPSON-HAYWARD 
CHEMICAL CO.— CARMAN DIVISION, Fort Worth, Tex., Houston, Tex., Kansas City, Mo., Omaha, Neb., St. Louis, Mo., San Antonio, Tex. 
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The ABC's of 





Training Counter Girls 


AT THE FRONT LINE of a plant's 
successful business operation is the 
counter salesgirl, the liaison between 
you and your customer. Therefore, the 
problem of proper training of store 
salesgirls should be of vital interest to 
every plantowner whether his plant is 
large or small. 

Sunlight Laundry operates six 
branch stores with two girls to a store 
working six-hour shifts. 

To many customers the entire plant 
is exemplified by the person who re- 
ceives their garments or laundry bun- 
dles. Not only does she take counter 
orders, she can—if properly trained— 
sell services as well. In short, the 
counter salesgirl can be considered 
one of your most important employ- 
ees. Either she is doing an intelligent, 
constructive job of creating goodwill 
with knowledge, patience and cour- 
tesy, or she is creating illwill through 
indifference and lack of knowledge of 
her duties. 


Why customers quit 


The impressions left with the cus- 
tomer by the appearance of the store 
and by the clerk who handles the 
transaction are the impressions that 
he retains of your entire organization. 
The results of a survey carried out 
recently to determine the cause of lost 
customers points this out. 

This survey covered a large number 
of retail stores, and showed that un- 
satisfactory salesmanship was respon- 
sible for 30 percent of the lost cus- 
tomers, and that 33 percent more left 
because of poor service or lack of 
service on the part of sales employees. 
In other words, a total of 63 percent 
of lost customers were lost because 
of dissatisfaction caused by contact 
personnel. Many plantowners are so 
busy seeking new customers that they 
fail to give much attention or thought 
to satisfying the old ones, with the 
result that the gain in new customers 
is offset by the loss of old ones. 

The first step is to determine cus- 
tomers’ likes and dislikes. It is im- 
possible to train anyone unless there 
is a specific plan of what should be 
accomplished. Customers’ resentment 
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of store practices may be classified 
under the following four headings: 


1. Indifferent attitude of clerks. This 
is one of the most common faults and 
accounts for the largest number of lost 
customers. No customer likes to be 
kept waiting while the store girl con- 
tinues to do some unimportant job. 
There are also a number of other 
things that annoy customers and come 
under this classification. Lack of cour- 
tesy, blank or lifeless expression, and 
lack of interest are all resented and 
tend to make a customer avoid future 
dealings with that store. 


2. Unkept promises. Here is one cause 
of lost customers that is responsible 
for much dissatisfaction that is blamed 
on the plant. Often the store girl will 
assure the customer that “it will look 
just like new” without even taking a 
glance at the garment. It is much bet- 
ter to promise too little than too much. 


3. Clerks’ lack of knowledge. The 
customer cannot be expected to know 
drycleaning or laundry practice, but 
has a right to expect that the operator 
of a plant does. Naturally, he resents 
evidence of lack of knowledge on the 
part of employees to whom he en- 
trusts his garments, and loses confi- 
dence in that concern. 


4, Evidence of poor housekeeping or 
careless management. The store of a 
laundry and cleaning plant most cer- 
tainly should reflect cleanliness. The 
customers resent dark, dirty stores, 
slovenly clerks, garments piled on the 
floor, and similar evidence of poor 
housekeeping. Naturally, they are led 
to believe that the rest of the plant is 
in worse condition. 


So, conversely, knowing what the 
customer does not like and what he 
resents, it is possible to determine 
what he does like, and to build a 
training program around these facts. 
When a customer leaves a store, he 
should have a sense of wanting to re- 
turn. This feeling is produced by at- 
tractive, light, clean stores, and by in- 
telligent, courteous, alert employees 
who have been well trained. To build 


By JOE S. WONG 


Joe S. Wong, president and 
general manager of Sunlight Laun- 
dry-Cleaners, Shreveport, Louisi- 
ana, presented this talk at the 10th 
Annual Young Men’s Conference 
in St. Louis. 

A graduate of Centenary Col- 
lege of Louisiana, he has a bach- 
elor of science degree in com- 
merce. During World War II, he 
served with the U. S. Army Trans- 
portation Corps. 

Mr. Wong is past president of 
the Louisiana Laundry and Dry 
Cleaners Association and presently 
serves as secretary of the West 
Shreveport Kiwanis Club. 

Mr. Wong has been directing 
Sunlight Laundry operations and 
its staff of 50 since July 1946. 








such a training program requires con- 
siderable study. 


Training techniques 


There are two methods of training. 
One is the old method of absorption. 
A new employee is simply put on the 
job and told to “pick up” the routine. 
This method is slow and often the 
new employee picks up as many poor 
or objectionable methods as she does 
good ones. 

The other method is by intention, 
where there is a definite plan of train- 
ing. Someone is held responsible for 
the new employee and for the proper 
training, to see that she learns her job 
and learns it right. This method of 
training is the cheapest in the end. It 
takes less time; there are fewer dis- 
satisfied customers and less interrup- 
tion of work. 


Program planning 


The training program should be 
thoroughly planned, so that training 
is uniform and all details explained. A 
definite training manual should be 
worked out. The extent of this manual 
would depend on the size and type of 
your plant, and even a small plant 
would benefit by such a plan. In addi- 
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NEWBUIL-INSENTINES = 
GUARD ROUND-THE-CLOCK OPERATION 
~DFCISSEL COIN-METER DRYERS 
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a must for unattended 
coin-op laundries 


Efficient service is demanded by coin-op users . . . 
reliability is expected by the owner . . . and only 
equipment designed to serve these needs can satisfy. 

No other type of service is so thoroughly committed 
to the “hands” of mechanical equipment as the coin- 
op. CISSELL COIN-METER DRYERS provide safeguards 
so necessary to the successful operation of an un- 
attended coin laundry, including .. . 


© Built-in overload protection for each motor 
® Overheat protection for gas heating unit 


® Air flow protection against obsiruction of lint 
drawer or exhaust duct 


Fully automatic overcurrent protection . . . un- 
affected by temperature, requiring no fuses 


Automatic back draft damper prevents chilling 
of dryer in cold weather, recirculation of hot 
ait from one dryer to another, or hot air blast- 
ing into customer’s face through dryer door. 





fine service demands fine equipment... 
why take /ess than the best/ 


W. M. CISSELL MFG. CO., INC. — LOUISVILLE 1, KY. y 
Pacific Coast Office: 4823 W. Jefferson Bivd., Los Angeles Cn obber 
Foreign Distributors write Export Dept.—Cable Code ‘“CISSELL"’ 4 Gg 


CissELts 
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Training manual is the key to the entire program... 


tion, someone should definitely be re- 
sponsible for explaining this manual 
and training the employee. 

Sunlight Laundry entrusts training 
to its senior counter girl—senior in 
terms of service. And her store is used 
as the training center for new girls. 

Neither a manual alone nor the in- 
structor alone is sufficient to give 
proper training, just as it is impossible 
to really become proficient in any 
trade or profession by simply reading 
a book or listening to lectures on the 
subject. It requires the two in com- 
bination for complete training. 

1. The first step is the selection of 
the new employee. Training costs 
money, and it is wasted in the at- 
tempt to train unsuitable he)p. Bear in 
mind a successful store girl must be 
alert, friendly, courteous, neat and in- 
telligent. [f the applicant has these 
qualifications, a proper training pro- 
gram will develop a satisfactory em- 
ployec in short time. 

Sunlight Laundry prefers to hire 
mature responsible women who ap- 
preciate the chance to earn some ex- 
tra money without sacrificing their 
role as homemakers. 

2. The next requirement is the 
proper instructor for training the new 
employee. She should know the job 
for which she is to train others. Natu- 
rally, it is impossible for a second-rate 
instructor to train anyone to be a first- 
class employee. Also, she must know 
how to “put it over” so that the new 
employee will grasp the fundamentals 
of the new job. 

The training should start from the 
moment of hiring. The best procedure 
is simply to have the instructor go 
through the plant with the new em- 
ployee, spending only as much time 
in each department as is necessary (9 
explain the general purpose of that 
department. 

After going through the plant, the 
instructor should then take up the 
training program as given in a previ- 
ously prepared manual or training 
guide. The instructor should first put 
the new employee at ease—no one 
can learn if frightened or embarrassed. 
She should explain the policies of the 
firm, something of its history and aspi- 
rations, point out the importance of 
winning, pleasing and holding cus- 
tomers, make the new employee real- 
ize that her work is dignified, impor- 
tant and worth while, and explain to 
her the possibilities of advancement 
with added responsibility. 

The instructor should then explain 
what she expects of the new employee 
—what her duties and responsibilities 
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will be. The new girl should study 
her manual and become acquainted 
with the facts which she will be ex- 
pected to learn. 

The “key points” of a_salesgirl’s 
duties should be made_ thoroughly 
clear and should be emphasized. After 
telling and showing what to do and 
how to do it, the instructor should ask 
questions and have the new employee 
demonstrate whether or not she un- 
derstands. It is important that a new 
girl should be encouraged and helped, 
not ridiculed. It takes patience and 
friendliness, but firmness. Have her 
explain what she is doing and why. 
In this manner it will be impressed 
upon her. 

The second period of training be- 
gins after she has mastered the man- 
ual of instruction. This includes actual 
store work, or in other words, the 
application of the principles and 
knowledge which she has acquired. 
At first she should be given simple 
routine work in the store. She can 
observe the customers as they come in 
and see how the experienced girls re- 
ceive them. Thus she becomes “at 
home” in her new location and her 
nervousness of the “first day” is for- 
gotten by the time she is assigned to 
the counter herself. 

Sunlight Laundry’s formal training 
program lasts two weeks. 

There is one right way of doing any 
job. The instructor should check occa- 
sionally to see that the employee is 
continuing to do each operation as 
taught. Any errors should be immedi- 
ately pointed out and the correct way 
of handling explained to her. This, of 
course, should never be done in front 
of a customer or other employee, and 
should be carried out in a friendly, 
helpful manner. 


The training manual 


Your manual should be the key to 
the entire training program and 
should be worked out carefully. It 
should contain a section giving the 
plant’s history and policies and cover, 
among other things: 

Customer reJations; a list of cus- 
tomer likes and dislikes; how to deal 
with certain types of customers; serv- 
ices offered by the plant; price lists 
of your services; telephone manners; 
a summary of Do’s and Don't’s; a brief 
summary of functions of the different 
departments of your plant. 

Getting back to special duties of 
store girls, for example, you may want 
your stere girls to do selling. This may 
be accomplished by “suggestion sell- 


ing.” This may up the present sale by 
suggesting extra services such as re- 
pairing, water - repellent treatment, 
mothproofing, a new band on a hat, or 
new pockets in trousers. Or build up 
future sales by mentioning items not 
usually brought in, such as ties, gloves, 
household work and _ hats, ete. A 
clever girl can increase the volume 
considerably, especially if she is to 
receive a commission or a prize for 
this extra work, by good suggestion 
selling over the counter, or by phon- 
ing her regular customers. 

Sunlight Laundry pays its counter 
girls a straight salary, stimulates sales 
by running interstore contests. 


Other suggestions 


Whenever the firm is large enough 
to have several stores or several sales- 
girls in the same store, it is an excel- 
lent plan to hold group meetings regu- 
larly. Such meetings promote interest 
and pride among the employees, help 
to develop teamwork, and bring out 
new ideas and suggestions. Actual 
cases experienced should be brought 
up, so that everyone will have the 
opportunity of determining how the 
situation was handled or how it might 
have been handled to best advantage. 

“Practice sales” should be arranged 
at these group meetings to demon- 
strate the right way of avoiding vari- 
ous difficulties that you have encoun- 
tered. Encourage the girls to enter 
into the discussions, and invite sug- 
gestions or criticisms. Here it may be 
advisable to prepare one or two ques- 
tions for certain members of your 
group to start the discussion. This will 
get them interested and thinking 
about their jobs. It will develop team- 
work, cooperation and morale, which 
in the end mean better, more valuable 
employees. 

When planning some new scheme 
or method, discuss it with the employ- 
ces affected. Often by being frank and 
open with these salesgirls, you will 
find they can offer suggestions or 
angles which otherwise might be over- 
looked. 

In conclusion, remember in train- 
ing of store employees, four points 
must be kept in mind for best results: 
First, the proper selection of the em- 
ployee; second, the use of a carefully 
prepared manual of instruction or out- 
line; third, an instructor who knows 
the job, can “put it over” to the em- 
ployee; and finally, remember that a 
training program is a continual proc- 
ess, not something to be installed and 


then forgotten. [IC 
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Nw ERUSTO EXTRA 


Extra fabric-safe ... extra useful...at no extra cost, that’s new 


Erusto Extra—the modern sour especially for easy-care, wash 'n 
wear fabrics. Right for all others, too. 


Another development of Pennsalt research, Erusto Extra is a must for 
all resin-treated fabrics. So modern it is scented and peach-colored for 
easy identification. It imparts freshness to all classifications. For extra 
quality, get Erusto Extra from your Pennsalt distributor. 


Laundry and Dry Cleaning Dept. 203 
PENNSALT CHEMICALS CORPORATION 


East: Three Penn Center, Philadelphia 2, Pa. 
West: 2700 S. Eastern Ave., Los Angeles 22, Calif. 


Pennsalt 
Chemicals 


ESTABLISHED 1850 
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Route supervisors have more time to de- 
vote to their men when the responsibility 
for instituting a sales training program is 
placed in the hands of a sales expert who 


knows the field and its problems 





ROUTE SUPERVISORS have a way 
of getting bogged down in the details 
of their office and, whether they like 
it or not, about 90 percent of their job 
is as an extra man on the sales force. 

Realizing this, plantowner Hermann 
Gross of the National Laundry and 
Drycleaners Company, Chicago, long 
ago decided that it was better to have 
one man on the payroll who could 
worry successfully about the plant’s 
sales management function. 

The plant operates with 25 routes 
serving residential areas in the west- 
ern suburbs of the city. The average 
salesman covers between 60 and 70 
miles a day in performing his job. 

To keep the salesmen continually 
aware of their primary function of 
selling, management hired a sales en- 
gineer who has worked for the plant 
on a part-time basis for the past 14 
years. 

The sales engineer spends one 
morning a week with National's two 
supervisors in the plant outlining a 
plan of sales action, which the super- 
visors in turn pass on to their men in 
monthly sales training meetings. 

The sales engineer has no specific 
contract with the plant, but works for 
a weekly fee which is governed by the 
number of routes and the work the 
plantowner wants done. 

While his task is primarily one of 
setting up procedures and training the 
supervisors, he might also be called 
upon to work with the company’s ad- 
vertising agency in planning a sales 


promotion campaign. 


They Use a 
Part-Time Sales Manager 


National Laundry is one 


of many plants employing 


a sales engineer on its staff 


By HARRY YEATES 





This particular sales engineer has 
10 other laundry clients who have em- 
ployed his services for the past 10 
years. None of his programs are ex- 
actly the same although some may be 
adaptations of previously successful 
campaigns. 

At National, the sales engineer has 
made the men more sales-conscious by 
inaugurating these ideas: 

Tight control of route operations; 
developing a sense of personal pride 
in achievement; monthly _ training 
meetings; and a yearly schedule of 
sales contests 


Customer control stressed 


One of the first things the sales spe- 
cialist did was to set up a customer 
control file for each route salesman. 

As the route supervisor goes 
through the book once a month he can 
easily see the pattern of service for 
everyone on the route. Any gaps that 
show up are discussed with the route 
salesman. The supervisor or his assist- 
ant can see at a glance whether or not 
the salesman is doing as well as he 
should in selling various types of 
service. And it makes it easier for 
them to help each salesman do a bet- 
ter job. 

The route control book acts as a 
bible for the entire plant operation, 
said Mr. Gross. And it keeps the sales- 
men on their toes since they are aware 
that management is watchful of their 
sales activities—and interested in their 
welfare. 

Maintaining good controls provides 
another advantage for the plantowner. 
If a route salesman leaves the firm, a 
permanent record of every customer 
on the route is available at any time. 

The route supervisor and his assist- 
ant spend their full time working with 
the men on their routes. Each week 
the supervisors rotate from one route 
to another showing the salesmen how 
to approach new customers, how to 
suggest new services to old customers, 
etc. This helps the route salesman 
develop his own abilities as he learns 
to respect and value the assistance of 
the supervisors. 

According to Mr. Gross, strong su- 
pervision helps reduce turnover among 
the route salesmen. Over 60 percent 
of the men have been with the plant 
more than 15 years. Average length of 
service for the remaining group runs 
around five years. 

When a new man is hired the route 
supervisor spends at least two to three 
weeks with him making initial calls on 

Continued on page 57 


STARCHROOM LAUNDRY JOURNAL 











are leading Laundrymen 





so excited about American’s new 


| DY NA* PAK 


. 
+ 
Wa, 


"” 
. 
ry , "* 
x - a “ .. the > 
: sa superb} fastest press +0 
; prece of l’ve ever : maintenance . 
‘ equipment.” : : operated.” so far. 
, 
hee * 


as 
b “rugged, ; maintenance recommend 
* fast, , 3 is a it to 
* noiseless.” * snap.” anyone.” 
% 
+ 
¥ 
* 
* 


to 
uw 


December, 1959 

















a Si 
ty . a 
= # oN © e s, 
2 7 & # 
> i % % ¢ ¥ 
ie ¥ Tie 
* é & The, ' es 
' il “Ree A 
4 Riscmm is te 
yey “a 
%, | 
: 3 : 





has 


SHALL, 
POW Tz 


American’s exclusive Sealed Power Unit is a 
unique combination of air and hydraulics that 
makes the Dyna-Pak the fastest, smoothest 
operating laundry press on the market today! 





Here’s why: 
Sealed Power guarantees high, uniform pressure, 
without adjustments 


Power Unit automatically compensates for varying 
thicknesses of garments and padding, exerts the 
same high ironing pressure on every single piece 
of work. No pressure adjustments are ever necessary! 






Sealed Power means fast, smooth head action 


In head closing, fast initial movement, smooth 
snubbing and full pressure are combined in one 
continuous sequence. The return of head from 
pressure through snubbing to full open is also a 
fast, uninterrupted movement. Simple 
needle-valve adjustment, in integral hydraulic 
snubber, assures smooth snubbing for both 
opening and closing head. 


Sealed Power Unit is self-contained, leak-proof 
The hydraulic cylinder in the Power Unit is 
completely sealed. Absence of external high-pressure 
hydraulic connections eliminates costly, 
troublesome oil leaks and prevents contamination 
of hydraulic fluid by dust or lint. 
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DY NA*PAK 


has 


SIMPLE = 
DESIGN 


Unusual simplicity of design makes the Dyna-Pak the fastest, most efficient, 
easiest-to-operate and easiest-to-maintain laundry press the industry has ever known! 





Here’s why: 

Simple Design means fewer working parts, easy accessibility 

Fewer parts mean fewer things to lubricate, adjust or replace, and the new Dyna-Pak 
has up to 400 fewer parts than any other laundry press now on the market. 

Sealed Power eliminates toggles, cams, levers and pivots. The only mechanical 
operating parts are the Yoke, Head-Closing Cylinder and Sealed Power Unit. 
Controls, valves and lubricating points are all readily accessible, and there are only 
nine lubricating points (7 grease, 2 oil) on the entire Press. The simple air 

circuit is easily followed for checking air lines and connections. 


Simple Design includes unique “Floating”? Head 
A universal ball-joint mounting causes ironing head to automatically adjust itself to 
compensate for different thicknesses of garments and varying conditions of padding on 
. the buck. The “‘floating’’ head applies uniform high pressure over the entire 

surface of each garment to produce an exceptionally fine-quality finish. 
Simple Design incorporates Sliding-Type Master Control Valve You get more from 
Mounted right on the front of the Sealed Power Unit to control 


admission of air to the Pneumatic Cylinder, the Master . 
Control Valve has no discs, seats or holders to replace or adjust { 4 
and is not critical to wear, shock or deterioration. ay 


American's new Dyna-Pak Press is available in a wide range of models merican 


for finishing all types of laundered apparel including shirts, coats, 
pants, gowns and uniforms. Dyna-Pak Presses can also be furnished in * 
various combinations of models to form job-balanced, THE AMERICAN LAUNDRY MACHINERY 


. . . ‘“” . ’ 7 
high-production units for any specific requirements. COMPANY ALM-660 i 
. CINCINNATI 12, OHIO 


SEND CaTALoG AK 230-002 ON THE NEW 
DyNna-PAK LAUNDRY PREss. 





See for yourself why the revolutionary new Dyna-Pak, 
featuring Sealed Power and Simple Design, is the 


most exciting laundry press development in years! Have NAME j 
your nearby American representative arrange a CARE OF - 
demonstration soon, or mail the coupon for Dyna-Pak ADDRESS 

City ZONE STATE 


Catalog. 
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Sales Recruit Idea Worth Copying 


Chicago laundrymen 
publish short pamphlet 
citing merits of laundry 


route sales work 


ONE OF THE BIGGEST problems 
facing laundrymen today is the re- 
cruiting of satisfactory route sales- 
men, This situation is not peculiar to 
any one location or area but plagues 
the industry in all parts of the coun- 
try. 

The Chicago Laundry Owners 
Association, realizing some of the 
conditions and circumstances that 
contribute to employment difficulty, 
has developed a leaflet. The value of 
such a publication is readily apparent: 

In interviews with prospective route 
salesmen it may be used as a con- 
venient reminder of the advantages of 
a laundry routeman’s job. 

If the applicant is desirable mate- 
rial but asks for time to “talk it over 
with his wife,” this folder, in his hand, 
will list the good points of the posi- 
tion to himself and his wife. 

It may also be passed along to one 
of the prospective employee's friends 
who is seeking a better situation. 

In addition to the suggestions for 
use with job applicants, the folder will 
be used by the Illinois Employment 
Service. When a man becomes availa- 
ble for employment and meets the 
qualifications, interviewers for the 
state employment offices will be in 
position to explain the advantages of 
a laundry sales job and suggest ap- 
plication for the position. 

Copies of the 8% by 11-inch leaf- 
let are also being distributed to pres- 
ent route salesmen to keep them sold 
on the job. 

Sol Stone is president of the Chi- 
cago Association and Ralph Pettibone 
is the executive secretary. [MO 








Laundry Leaflet Stresses 


Security, Benefits, Advancement 


ADVANCEMENT: 


Opportunity to advance to supervisory 


positions. 


NO TRAINING NECESSARY: 


No previous experience or training is 
necessary. The industry trains its men 
during a short apprentice period. Full 
earnings start thereafter on well es- 


tablished routes. 


SICK BENEFIT: 


Laundry Routemen receive sick bene- 
fit payments of $56.00 per week dur- 
ing periods of illness. 


PAID HOLIDAYS, VACATIONS, 
VACATION BONUS: 


Paid vacations after 2 years and a 
vacation bonus up to $100.00 per 
year are provided for all Laundry 
Routemen together with six paid holi- 


day s each year. 


SALES TRAINING: 


Sales promotion and incentive pro- 
grams are designed to increase your 
ability as a salesman. 


FREE HEALTH, WELFARE, 
LIFE INSURANCE: 


Your company pays the premium for 
an extensive Welfare Plan that covers 
each man, his wife and children. In 
addition, you receive $4,000 of free 


life insurance coverage. 


UNION REPRESENTATION: 


Hours and working conditions are 
spelled out by union and management 


agreement. 


MONEY: 


As a Laundry Routeman, you will re- 
ceive a good salary and commissions. 
Your efforts on the job will be re- 
warded by increased earnings. There 
is no limit to your salary and commis- 
sions. Wages exceeding $7,500 per 
year are not unusual. 


SECURITY: 


The position of a Laundry Route 
Salesman is permanent. There are no 
layoffs and little seasonal fluctuation 
in the 52 weekly pay checks. 


PLEASANT WORKING CONDITIONS: 


Laundry Route Salesmen, as a group, 
have an exceptional record of good 
health because they work out-of- 
doors. The average age of Chicago 
Laundry Routemen is 42 years old. 
Many successful Routemen are in 


their 50’s and 60’s. 


EMPLOYEE DISCOUNT: 


Your wife will appreciate this. You 
can make her washday a holiday. 


SELF-RELIANCE: 


You are supplied with a delivery ve- 
hicle and an established list of cus- 
tomers. You are virtually in business 
for yourself without personal invest- 


ment. 


PENSIONS: 


A new liberal Pension Plan has re- 
cently been adopted for the benefit 
of all Laundry Routemen. 
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AN EXAMPLE OF NEARLY 1000 BRAUN WASHER-EXTRACTOR INSTALLATIONS 


WHY YOU SHOULD BUY A COMBINATION 
WASHER-EXTRACTOR 


Ilow would you like to slash productive labor costs . especially 
in the washroom, one of your highest cost centers? How would 
you like to save precious floor space space that you could 
profitably use for additional finishing equipment, storage space or 
perhaps to enlarge your call office ? 

How would you like to reduce expensive water bills . . . the 
tax you pay on incoming water and the water you dump down 


the drain? How would you like to do all these things and produce 
the whitest wash possible ? 

All these things are possible when you convert your washroom 
But which combination washer- 
the leader in the industry 


to combination washer-extractors 
extractor should you buy? Only one 


BRAUN UNIT WASH. 


WHY YOU SHOULD BUY THE BRAUN UNIT WASH 
COMBINATION WASHER-EXTRACTOR 


When you buy BRAUN, you buy experience, the experience and 
know-how that you can find only in the Pioneer in washroom 
1utomation. And you buy the first choice of laundrymen from 
coast-to-coast. 

Only BRAUN UNIT WASH gives you exclusive big drop wet 
rub and squeezing action, which tests show gives 100% whiteness 
retention with a maximum of 4% tensile strength loss. (A.I.L 
Test Reports 

BRAUN’s Intermediate extraction flushes out soil and supplies 
quickly, with no redeposition. The final extraction leaves the load 
ready for finishing or dry tumbling. 


BRAUN UNIT WASH uses only 2.2 gallons of water pci 
FOR COMPLETE INFORMATION WRITE TODAY: 


| CF A. BRA UN, - 


a; We : 
ll x LA 
tg Lowehy Ww Lome 
461 E. Brighton Ave., Syracuse, N. Y. 
410 Bloor St. East, Toronto, Ontario, Can. 
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pound of wash. Cuts water bills and sewer taxes in half. Save 
fuel too 

BRAUN UNIT WASH needs only one-third the space of con 
ventional washers, extractors and Shake-out Tumblers. No hoists 
or other machinery needed. 

BRAUN UNIT WASH saves on labor 

BRAUN UNIT WASH comes in a wide variety of sizes and 
capacities. .. . Regardless of the kind of laundry you operate 
regardless of your weekly tonnage output you will find it 


profitable to convert your washroom to BRAUN UNIT WASH 
. NOW. 


. up to 60% savings! 


Remember when you buy BRAUN, you buy experienc 
BRAUN—the pioneer in washroom automation 


OVER SEVEN MILLION POUNDS 
OF LAUNDRY ARE PRODUCED BY 
THE BRAUN UNIT WASH—EACH WEEK! 





Shirt logs are prepared by tying bundles on an automatic machine in three places. Note that all 
shirts are laid out the same way with the collars at one end of the log. There has been no 


problem in washing 


Shirt Production Short Cut 


Pre-positioned shirts minimize shake-out 


and eliminate the need for netting orders 


THE SHAKE-OUT operation is a 
time-consuming task that adds noth- 
ing to the finished quality of a prod- 
uct in a laundry. Yet few plants have 
made any effort to reduce the cost of 
this necessary operation. 

One plantowner who has 
something about it, however, is Jack 
Triebel of the Ideal-Troy Laundry in 
Peoria, Illinois. By borrowing an idea 
from linen suppliers who process con- 
tinuous towels, he has eliminated two 
of the three shake-out girls in his shirt 
department. And done away with the 
need for nets in the washing stage. 

Mr. Triebel’s idea is simple. The 
shirt orders are assembled and _ tied 
into “logs.” Since all the collars are 
at one end of the log and stay that 
way throughout the washing and ex- 
tracting cycle, the shake-out is greatly 
simplified. Here’s the way it works: 

The two markers who _ identify 
shirts clean the pockets and pass them 
to a third girl immediately behind 
them. The third girl hangs the shirts 


done 


30 


By HARRY YEATES 


on a peg to pre-position them. When 
she has eight shirts, she removes them 
from the peg and places them on an 
automatic tying table. The shirts are 
then tied in three places. Just below 
the collars, just above the sleeves and 
once through the middle. 

It takes about six seconds to tie a 
bundle in this manner. (Eight seems 
to be the most convenient size bundle 
for the operator to grip while she’s 
making the ties. But the tying ma- 
chine is equipped with a_ tension 
booster to make the knots more se- 
cure on larger size log bundles.) The 
shirts are then ready for the wash- 
room. 


System aids washing 


Mr. Triebel reports that penetra- 
tion of washer supplies is excellent. In 
fact, he believes that this system re- 
sults in better washing since the col 


lars and cuffs remain exposed at all 
times. The only precaution to observe 
is to make sure the pockets have been 
thoroughly cleaned. 

The shirt logs are also easier to 
handle in the extractor since there are 
no tangles to impede the unloading 
operation. 

After extraction, the shirts are 
moved to the shake-out girl who cuts 
the twine and lays the shirts out on 
portable carts. The carts are then 
moved to the finishers. 

Ideal-Troy operates with four 2-girl 
cabinet units and standard production 
is 75 shirts per unit. There are 15 
bundles to a lot and the folding oper- 
ator sorts the lot in the unit. The plant 
handles about 2,400 shirts per day in 
this manner. 

At the present time, management is 
considering the possibility of installing 
a conveyor to speed distribution from 
extraction directly to the finishing 
units, thus eliminating the shake-out 
step altogether. (00 
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DO WE NEED A "NEW LOOK" AT OUR 
ASSOCIATION RELATIONS AND PROGRAMS? 


Another Jab by Poke 


Exchange of ideas is the essence of 
progress. The LCATA needs the N.I.D. 
and the A.I.L. and those fine organiza- 
tions need the LCATA. 

Maybe I'm getting old—I don’t run 
around nights like I usta—but I think 
like a lot of other folks who wonder if 
we aren't overdoing things in the mat- 
ter of machinery exhibits at so many 
local, regional and state organization 
meetings, as well as the national ones 
held each year by these organizations. 
Of course, mine is a small organization, if you can even 
call it that, but sometimes it seems to me that I get over a 
hundred of these invitations to exhibit each year and I 
could not even cover a dozen of them. This makes me 
wonder what the cost of these big shows is to the larger 
manufacturers, not only the cost of space and other 
direct exhibition costs, but also the cost of having so 
many of their best salesmen off their territories for days, 
perhaps at times when some of you folks are needing 
their technical help for emergencies. And that means a 
regrettable loss of good will for the manufacturer and 
his salesmen. 

I think we will all agree that exhibits at the national 
meetings are a good thing for all concerned. In fact, they 


M., A. Pocock 


seem necessary to attract good attendance at the meet- 
ings. But someone has come up with the suggestion that, 
instead of so many local and regional exhibits, there be 
held sort of monthly meetings, on a clinic plan, each one 
in a different member's plant, with red hot discussions 
and on-the-spot demonstrations on HOW TO DO IT. | 
think this would be far more valuable than meetings in 
hotels or barrooms. 

A supplementary and implementary suggestion is that 
the N.I.D. and A.I.L. send some of their men to assist in 
the clinic meetings and that they would present the de- 
tails of how the ideas as presented at the previous na- 
tional convention had been worked out in the N.I.D. or 
A.I.L. plant. The expense for this could be defrayed by 
broadening the base of membership with relatively small 
dues for individual members and setting aside a certain 
percentage of these funds to carry out the purposes of the 
workshop or clinic. In that way, many of the men and 
women in your organizations who now have to rely upon 
what the boss remembers about what he saw and heard 
at the exhibit, would benefit by these first hand demon- 
strations. They would have a chance to discuss the prob- 
lems of operation and I’m sure we would all benefit by 
such discussions by the fellows that have to apply the 
ideas on their jobs. 

What do you think? 


UM. 74. (Poke) Pocock 


Modernize for PROFIT With a SAGER 


A West Coast Laundryowner Writes: 
“Our Spreader has been in use about 12 years and has saved 
more per dollar invested than any equipment we have ever had.” 


A New England Laundryowner Writes: 


“We feel that it is the best purchase from every standpoint that 
we have ever made in over 70 years of business.” 


More Sheets— * Write For Full Facts 


Fewer Operators 


With a SAGER Spreader, one girl 
does the work of two or more hand 
shakers and does it easier and 
faster. With a SAGER “B,” you 
can handle up to 3,000 sheets and 
spreads per day. Above that quan- 
tity, you probably need a SAGER 
— 


Reduces Labor Turnover 


No more back-breaking lifting and 
nerve-wracking hand work. Your 
SAGER operators like their jobs 
and stay on them, You know what 
this means to your social security 
accounting, as well as to general 
efficiency. 


No Price Increase! 


In spite of — increased manu- 
facturing costs, the selling prices of 
SAGER SPREADERS , not 
been raised. The tremendous in- 
crease in SAGER sales volume has 
made this possible. 
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If yours is a laundry handling 1,200 
or more sheets and spreads per day, 
you can’t afford to be without a 
SAGER Spreader in these times of 
high labor and tough competition. 
Write today for details and the 
names of progressive laundries all 
over the world which have reduced 
their flatwork ironing costs from 
40% to 60% with these labor sav- 
ing machines, But write us only if 
your sheet and spread production 
is 1,200 or more daily. 


iew of Sager B Spreader. Handles 
1 200 to 3,000 sheets and spreads per day 


Please send us full facts about your labor-saving Sager Spreaders. 


M. A. Pocock 


1236 Central Ave., N. E. 
Minneapolis 13, Minnesota 


reese encananeigtaaasiiianiiieneias 
Street__ —_ 

— — a 

I csicttnines 


Print your name 








Checking initial requests for information from its new Homemakers 
Service at Holland Laundry in Philadelphia area, seated: Bill Mc- 
Brien (left), general manager, and Fred McBrien, president. Stand- 


ing, left to right, are three other McBrien sons: James, Richard. and 


Robert 


The Female Image 


Takes Hold 


ONE OF THE MORE RECENT 
joiners of the campaign to “feminize” 
the consumer concept of professiona] 
laundering is the Holland Laundry of 
Philadelphia. Since publication of the 
results of the motivation research 
study made last year for the AIL, a 
growing number of laundries through- 
out the country have attempted to 
overcome the admitted lack of “female 
image,” as the average consumer sees 


the laundry industry. 


At Holland Fred Mc- 
Brien, Sr., president, has announced 
the formation of its Holiand Home- 
makers Service which will provide 
women with answers to their ques- 
tions about the care and laundering of 
fabrics. The service will be under the 
supervision of Mrs. Harriet Rossiter, 
who knows the laundry and dryclean- 
ing business thoroughly after more 
than 30 years as a Holland employee. 
By telephone or in person, Mrs. Ros- 


Laundry, 


siter will answer questions that re- 
quire specialized information. 
* * * 

In another approach toward the 
establishment of the female image, 
radio stations throughout the country 
are being offered a series of interviews 
on laundry problems and clothes care 
featuring “Mrs. Susan White, special 
home counselor for the professional 
laundry industry.” In real life, Mrs. 
White is Mrs. Catherine Smith of In- 
dianapolis, a former laundry operator 
herself and currently home counselor 
for Excelsior Laundry of that city, 
operated by Blaine Miller. As “Betty 
Bright,” Mrs. Smith has become well 
known in Indianapolis through radio, 
television and group appearances. 

Mrs. Smith has made recorded in- 
terviews that are being offered 
initially to some 325 radio stations as 
a public service feature. There are 
three interviews on each record, run- 
ning about 3142 minutes each. The in- 
terviews are of the “open end” type, 
permitting radio stations to dub in the 
voices of their own announcers. 

* a * 

Among the approximately 800 
plants that are currently contributing 
to the AIL’s public relations for pro- 
fessional laundries (PR for PL) cam- 
paign, several are promoting the fe- 
male image concept through various 
approaches. For example, Ken Kowal- 
ski of Troy Laundry, Des Moines, 
Iowa, is using the theme “Lady Troy” 
in his advertising. Burt Myers of Lake- 
land Laundry, Lakeland, Florida, is 
using a live “Polly Prim.” 

In addition, Capital City Laundry, 
Montgomery, Alabama, has a _ tele- 
vision personality named Catherine 
Wright to promote Capital’s services. 
Elite Laundry in Washington, D. C., 
has a “Catherine Carroll” answering 
telephone inquiries. And Manhattan 
Laundry, also in Washington, D. C., 
advertises the “Lucky Lady.” © 





LAUNDRY BUSINESS 


New York 


five weeks ended 
Oct. 31—1.4% less than last year 


M. R. Weiser & Co., New York 


New Jersey 


five weeks ended 
Oct. 31—1.6% more than last year 


M.R. Weiser & Co.., New York 


Southeast 


Sept —6.0% more than last year 


J. R. Wilson & Co., Atlanta 


TRENDS 


New England 
3—3.4% more than last year 
. 10O—4.6% more than last year 
. 17—6.2% more than last year 
. 24—4.2% more than last year 


. 31—4.3% more than last year 


Carruthers & Co., Boston 
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ont risk buying 
IS shirt because 
of bleach damage 


Use Wyandotte HALOX 
on all white work. It’s 








the completely safe bleach! 


He expects sparkling white work. He also 
expects fabrics to last through a great many 
launderings. Unreasonable? Not at all! Quite 
possible, if you bleach the modern way... 
with HaLox® organic dry bleach. 

Added dry to the wheel, Hatox is safe to 
handle, safe to use on shirts, linens, sheets — all 
white work. It releases chlorine only as needed 
in the actual bleaching operation. Unlike harsh 
and unstable bleaches, HAtox holds tensile 
strength loss to a minimum — adds to the life 
of the shirt—while it improves whiteness. 
And with safe, dry Hatox there is no danger 
of damage to fabrics through spillage. 

If you haven’t checked into the advantages 
of Hatox ... do it today. Economical in use, 
it can help you produce superior white work 
with no bleach problems. For full informa- 
tion, call your Wyandotte representative or 
jobber. Wyandotte Chemicals Corporation, 
Wyandotte, Michigan. Also Los Nietos, Cal- 
ifornia, and Atlanta, Georgia, Offices in 


principal cities. 


yandotte 
CHEMICALS 


J. B. FORD DIVISION 


Specialists in laundry washing products 
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The Largest Single Company in the Industry 


“The development of Prosperity’s experienced team into 
the dynamic group we have today has been a heartwarm- 
ing experience. We have expanded, trained and joined 
together the largest group of professionals in the indus- 


try. We're the largest single company and we intend to 


expand until we’re even larger.” 


4 <j, Gousha 
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Professional International Services Thru Local Branch Offices 


BILL GROSSMAN 


Vice President / Marketing 


“The expanded Prosperity organization has 
developed the largest group of skilled pro- 
fessionals in our industry today. You'll find 
professionals trained and equipped to help 
you in every phase of your operation and in 


every geographical location.” 


LES BRANDT 


WALT COMPER 


Director / Promotion and Development 


“Research, awareness of trends in the in- 
dustry, round-the-clock development by pro- 


fessional engineers, researchers and analysts 
indicate that Prosperity is still the “Pioneer 


Of The Industry” and will continue to lead 
it in the development of new products.” 


General Sales Manager 


“We're the ijargest direct factory sales force 
in the industry today and we're completely 
staffed with professional business consultants 


—men specifically trained to help you in 
every phase of your business.” 


JIM MUIRHEAD 


National Service Manager 


“Professional, factory-trained Service Engi- 
neers are located in your area to give you 
prompt, skilled service. Also, professional 
teacher-demonstrators are available in your 
area to train operators. We have the largest 
service-demonstration team in the industry 


today!” 


Laundry Equipment / Ory Cleanisg Equigment / Clothing and Industrial 
Hospitals and Institutions / Coin-Operated Laundry Installations Featuring R.C.A. Whirlpool Washers 


COMING SOK / “nr yop 
ie PROSPERITY @yecu 


DIVISION OF WARD INDUSTRIES CORPORATION 
FACTORY AND GENERAL OFFICES, SYRACUSE, N.Y. — SALES AND SERVICE BRANCHES IN ALL PRINCIPAL CITIES 
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Space-saving tool cabinet has rising 
door lifted by cable over a pulley to 
a counterweight. Door is trimmed 
with angle-iron with angle-irons on 
the jambs as guides. Tool panels are 
halves of plywood sheet, each slop- 
ing in 10-inch depth of cabinet so 
tools lie instead of hang. This lessens 
likelihood of tools jumping off when 
jostled accidentally 


A FULLY EQUIPPED maintenance 
department is in the midst of things 
at an institutional laundry and clean- 
ing plant operated by Mississippi 
State University, State College, Mis- 
sissippi, just east of Starkville. This 
workshop is equally close to the laun- 
dry department, drycleaning depart- 
ment and the front office. 

Absence of a boiler room made 
this location practical in the first place, 
since steam is provided by the Univer- 
sity's central powerhouse. 

“But, having tried it, we'd now 
centralize maintenance even if we had 
our own boilers,” states Robert B. 
Tullos, manager of the operation. 
“We'd even bring boiler gauges and 
remote controls right up to this cen- 
tral spot, if we had to!” 

The 100-by-160-foot building has 
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Workshop includes lathe on left, and on right a power saw and a drill, for “three 
times out of four we can make it quicker than get it shipped!” Drawers in cab- 
inet store small parts for every piece of equipment in plant, under lock and key 


No Boys in the Back Room! 


Central maintenance department in 


MSU laundry cuts high-priced hiking 


a large call office centered in one 
long side. Storage bins and rails are 
close behind this. To the rear of the 
storage area is the maintenance de- 
partment at the back of the building. 
Laundry production is on one side, 
drycleaning on the other. Mr. Tullos’s 
own office is by the call office. 


No long hikes 


From the engineer’s bench to the 
farthest piece of equipment is 110 
feet in a beeline. This makes it 150 
feet walking through the aisles. Two- 
thirds of all the equipment is within 
100 feet walking distance of the 
bench. Such short distances for a 
laundry this size mean substantial cost 
saving, Mr. Tullos insists. The engi- 
neer and his assistant are the two 
most highly paid individuals in the 
plant, besides top management. So 
“it doesn’t make sense to pay them 
for just hiking a few miles every 
day.” 

In fact, if he had to occupy a long 


narrow building with the store in one 
end, Mr. Tullos still would have his 
maintenance section in the center. 
Laundry production would probably 
be in front of it and drycleaning at the 
very back. This is because activity in 
either laundry or drycleaning produc- 
tion remains in the respective depart- 
ment, but maintenance is all over the 
place. 

MSU’s laundry maintenance depart- 
ment has no partition between it and 
the rest of the plant. Therefore the 
workbenches can be seen from sev- 
eral vantage points all over the plant. 
This is not for spying on the engi- 
neers, but helps greatly in locating 
them quickly. If it did prove neces- 
sary to screen the area off, Mr. Tullos 
would probably use partitions with 
glass in the upper half, to retain this 
visibility. 

However, a maintenance depart- 
ment can be kept as clean as a bat- 
tleship boiler room, Mr. Tullos urges. 
There'll be no dirt to fly around, if 
filings, shavings and sawdust are 
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swept up promptly. Also, oil or grease 
wiped up immediately or, 
caught as it drips by 
absorbent mate- 


must be 
better yet, be 
newspaper, rags or 
rial. 

Tools, as they 
night, ought to be regularly wiped 
clean of oil and dirt. 

“It is surprising,” remarks Jim 
Weeks, assistant plant manager, “how 
a laundry, of all places, often forgets 
to provide rags to its mechanics for 
cleaning equipment and tools. They 
should clean up as they work along 
at either the bench or equipment. 
Rags or paper toweling must be avail- 
able in quantity for this.” 


are put away for the 


Planned preventive maintenance 


Central location speeds up preven- 
tive maintenance work. This is sched- 
uled through the summer months. 
Volume drops then to about 50 per- 
cent of school year business, in spite 
of a fairly large summer session. 

Every piece of equipment is gone 
over in detail. Wear points are dis- 
assembled and examined. Every dia- 
phragm and piston is removed for a 
look. They are replaced if they seem 
unlikely to last out another season. 
Each summer half of the electric 
motors are torn down for cleaning, 
inspection and necessary repair. 

All electrical connections are 
cleaned and tightened. All traps are 
opened; cleaned and repaired where 
necessary. Piping is tested for leaks, 
except where insulated. But covered 
pipes are laid bare if malfunctioning 
is even faintly suspected. Every piece 
of painted equipment is touched up 
on edges or wear spots. They are 
completely repainted if touch-up 
won't make them look like new. 

Preventive maintenance _ benefits 
from the centralized workshop be- 
cause less effort is involved in re- 
turning to a preventive maintenance 
job after an interruption. Because the 
benches are close by, the men are 
quicker to get the right tools for the 
job instead of bulling it through with 
what they brought. Also, they are 
more apt to take the work to the 
benches if a better job can be done 
there. 

“We're starting now to conveyorize 
extensively throughout the plant,” Mr. 
Tullos concludes. “We suspect a cen- 
tral maintenance shop will be doubly 
worth while during and after this 
program.” (10 
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Tying of towels and uniforms is a fast, 
easy job on this firm’s battery of 5 
Bunn Machines. Right: operator has 


both hands free at all times. 


TIE IT 


better, faster 
by machine 


At Crystal Industrial Service 


*; Bunn Tying Machines 


facilitate growth... tie 66% more volume in 25% /ess time 


Over the past few years, the linen 
supply output of this growing Indiana 
plant has increased by more than 
66%. Yet today, this two-thirds 
greater volume is tied in 25% less 
time...with Bunn Tying Machines! 


Greater speed? Yes, indeed. And 
greater economy, too. Tying this in- 
creased volume by hand would have 
taken some 10 hand tyers. Hence the 
5 Bunn Machines used—besides do- 
ing a neater, tighter job—have repaid 
their cost in labor savings alone! 


Ties anything. Reports like these 
typify the savings you may realize 


“Crystal Industrial Service, Jonesboro, Indiana 


g 


with modern Bunn tying. Toweling, 
bundles, shirt or blanket boxes, flat- 
work: yes, anything you tie by hand 
can be tied neater, tighter—and up to 
10 times faster—on a versatile Bunn 
machine. 

Operation is simple, safe. You 
just position the object to be tied, 
then step on a trip. Automatically, 
you get a precision tie—in 2 seconds 
or less. And remember: The Bunn 
knot is slip-proof. 

Send today for full data on how 
modern Bunn tying can cut costs for 
you. Use the handy coupon below, 


PACKAGE 
TYING 
MACHINES 
Since 1907 


H. BUNN CO., 7605 Vincennes Ave., Dept. $L-129, Chicago 20, Ill. 
je Department: 10406 South Western Ave., Chicago 43, lil. 


MAIL COUPON NOW FOR MORE FACTS 


GET THE 
WHOLE STORY 
Send today for 
this fact-packed 
booklet, which 
illustrates the 
Name 


B. H. BUNN CO., Dept. SL-129, 
7605 Vincennes Ave., Chicago 20, Ill. 


(] Please send me a copy of your free booklet. 


(-] Please have a Bunn Tying Engineer contact me. 





many advantages 
of Bunn Tying 
Machines. 





Or let a Bunn Company 
Tying Engi 
a Address 





show you. 
No obligation. 


Zone. State 





City — 





Among officials and guests at banquet were, left to right: Rodger 
(Ted) Bowers; George P. Fulton; Mrs. F. E. 
Bowers; her son, Charles; Mrs. G. P. Fulton; Mrs. Robert Dodson; 


P. jackson; F. E. 


Robert Dodson; and J. Roger Deas 


Another table featured other important guests and officials at the 
banquet. Shown left to right are: Mr. and Mrs. George Isaacson; 
Mr. and Mrs. Wayne Wilson; Charles Wilson; Mrs. J. M. Chis- 


holm; David P. Wallace; Jim Chisholm; Carl S. Hulen 


L.C.A.T.A. Draws Record Crowd 


A NEW TYPE of program plus the 
convenient location of Washington, 
D. C., brought some 370 registrants 
to the Shoreham Hotel, October 14- 
17. At the overwhelming demand of 
the members, the previous lengthy 
committee reports were held to a 
minimum. Instead, the three divisions 
of the Laundry and Cleaners Allied 
Trades Association devoted most of 
their time to panel and floor discus- 
sions on problems pertinent to their 
businesses. 

For example, the first day the sup- 
ply and machinery distributors dis- 
cussed a cost survey. They later ex- 
plored office automation. At the same 
time the machinery manufacturers had 
a panel presentation on an evaluation 
of sales promotions through various 
media. The importance of a sound 
program in the business press was 
stressed. Members also talked about 
general business conditions. While 
these two groups met, the supply 
manufacturers’ meeting also probed 
business conditions and sales promo- 
tion activities. 

It was a welcome and refreshing 
change of pace. One afternoon was de- 
voted to a tour of the headquarters 
of the National Institute of Dryclean- 
ing at Silver Spring, Maryland, to pro- 
vide variety. 

Even the entertainment was differ- 
ent. A new group called the Young 
Timers’ Club put on a gala Gaslight 
Era party on the night of October 16. 
This organization is a take-off on the 
Old-Timers’ Club which has been an 
institution of the LCATA for many 
years. Not to be outdone, the Old- 
Timers held a Get-Together Party be- 
fore one of the evening dinners. Wives 
of members were treated to an after- 
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noon-long show on “Charm Tips for 
the Ladies.” 

And of course there was the an- 
nual reception and banquet the last 
night of the convention. It included 
a floor show and dancing. Two lunch- 
eons featured outstanding public 
speakers. The first was J. Lewis Pow- 
ell, who spoke of the dynamic changes 
that the world is undergoing today. 

If the entire history of man, Mr. 
Powell said, were represented in a bar 
chart the height of the Empire State 
building in New York City, a nickel 
on top of this chart would represent 
the current history of mankind, during 
which great revolutions have taken 
place. That is, revolutions of science, 
medicine and technology. It wasn’t 
until the late 1800's that man was 
able to exceed the speed of the horse. 
Not until the invention of the steam 
engine did that occur. 

It is hard to believe that 90 percent 
of the world’s scientists are still alive, 
but it’s true, stated Mr. Powell. Going 
back to man’s speed of travel, just a 
little over a year ago it was 1,600 
miles an hour. Today it is possible to 
propel a missile 16,000 miles an hour. 

The wing spread of a Boeing 707 


jet airliner is longer than the distance 


flown by the Wright brothers on their 
initial flight. One of these liners can 
haul more passengers across the Atlan- 
tic in one month than can the great 
steamship, the Queen Mary, with a 
capacity of some 1,500 people. The 
engine of Colonel Lindbergh’s trans- 
Atlantic plane, the Spirit of St. Louis, 
if it were beefed up as much as possi- 
ble, would barely serve as a starter for 
one of today’s modern jet engines. 

Most of the tremendous advances 
have been made since 1945, including 
atomic energy. Mr. Powell stated that 
it is vital for American businessmen to 
gear their thinking to the exploding 
technology with which we live. As he 
put it, “You have to go like the devil 
just to stand still today.” 

The next luncheon featured J. 
Roger Deas of American Can Com- 
pany. He gave an inspiring talk on the 
human factors in business. In spite of 
great strides in industry, nothing gets 
done without human beings, who 
must be understood and appreciated 
by their managers and plantowners. 

Other speakers included Arnold 
Doescher of Ernst & Ernst; S. J. Haid- 
er, and Messrs. Montgomery of Mon- 
roe Calculator and Nelson of Friden 
Company. 

The board of directors honored Nils 
S. Dahl, treasurer, with a fine scroll 
to commemorate his 25 years of out- 
standing service.—Art Schuelke 


Here are some of the officers 
of LCATA. Left to right are 
Wayne Wilson, past presi- 
dent; Carl S. Hulen, neu 
president; L. S. Smith III, 
secretary. Not shown but re- 
elected was Nils S. Dahl, 
treasurer, and Rodger Jack- 
son, given twenty-third an- 
nual contract as managing 
director by board of direc- 


tors Photos courtesy Chase Ltd. 
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NEW LAUNDRY ALKALI 


® 


EASY TO USE: ELIMINATES WASTE: DUSTLESS: NONCAKING 


NO OTHER PRODUCT LIKE IT! 


A completely homogeneous flake of ortho- 
silicate and complex phosphate with 
special brightener —produced by an 
exclusive DIAMOND process. Packed in 


100-pound polyethylene-lined bags. 


Recommended for institutional, family, 
diaper and linen-supply laundries. For 
technical bulletin, write DiaMonD ALKALI 
Company, Union Commerce Building, 


Cleveland 14, Ohio. 


UNIFORM COMPOSITION AT ALL TIMES! 


WHITE WORK !IS WHITER—COLORS BRIGHTER! 


ELIMINATES EXPENSIVE BRIGHTENER-SOURS! 


REDUCES OR ELIMINATES BLUING! 


REDUCES BLEACH CONSUMPTION! 


WILL NOT CAUSE DISCOLORATION! 


IDEAL FOR ALL CLASSIFICATIONS! 


@) viamona Chemicals 
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Lowest priced of the leading light 


NEW FORD TRUCKS 


Certified gas savings! 
Certified durability! 
Certified reliability! 
Certified lowest prices! 


You save from the start... Ford light- and medium- 
duty trucks are lowest priced of the leading makes. 
And your savings continue. That’s because Ford’s 
economy is certified, backed by intensive tests by 
America’s leading independent automotive ex- 


perts.t Just look what’s in Certified Economy .. . 
and what’s in it for you: 

Certified gas savings—to keep running costs low! 
Tests confirm the gas savings of Ford’s 1960 6-cylinder 
engine . . . the same engine that beat every competitive 
six in Economy Showdown U.S.A. 

Certified durability —to take the toughest jobs you’ve 
got! Tests showed, for example, that Ford’s new half- 
ton frame is 23 percent more rigid . . . that new two- 
tonner brakes have 20 percent longer lining life! 
Certified reliability—to keep your truck out of the 
shop and on the go! Such key truck components as 
wiring assemblies were tested time and time again — 
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wre a 
Above: 1960 Ford F-600 Van, F-100 Styleside Pickup and C-800 Tilt Cab bring you the best of the new — 
new smoother acting brakes, new huskier axles, new higher payloads, new riding comfort 


and medium trucks / 
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The certified results of all the tests are in the 
“Certified Economy Book’”’ at your Ford Dealer’s. 
Be sure to see it soon . . . be sure to see the new 
Ford Trucks ... be sure to see the lowest priced 
1960 models . . . and you'll be sure to save! 
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FORD TRUCKS COST LESS 


Less to buy...less to run... built to last longer. too! 


December, 1959 





INDEX OF 1959 ARTICLES IN 
STARCHROOM LAUNDRY JOURNAL 


ACCOUNTING 


Beware of False Economy 

Income Taxes: 16 Ways To 
Save Money 

Records Are a Businessman's 
Compass 

Something for Everyone 


ADVERTISING and SALES PROMOTION 


Applied Female Image-ry 

Applying the Law of 
Averages to Sales 

Backbone of Our Business! 

A British Laundry's Approach 
to the Shrinking Sales 
Problem 

Building Laundry Sales Down 
Under 

A Capital Idea for Better PR 

Coin-Op Sets Pattern for 
Expansion 

Detour Sparks All-Out Sales 
Effort 

Diapers at the Crossroads 

“Don't Buy—We Supply" 

The Female Image Takes Hold 

The Feminine Approach in 
Advertising 

Hints on Teen-Age Advertis- 
ing and Promotion 

How To Get More Blankets 

How To Get Off to a Fast 
Start! 

How To Influence and Sell 
Other Teen Groups 

How To Keep Route Sales 
Growing 

How To Sell Young 
Homemakers 

Keeping a Coin-Op in the 
Black 

Know Your Teen-Age Market 

Lovisville Laundries Sell 
Shirts at Retail 

Meet Lady Troy 

The New ‘‘Shipshape"’ Nuway 

“Polly Prim’ Takes Over 
Lakeland Laundry 

The Red Cap Campaign 

Something for Everyone 

Things All Married Women 
Should Know 

Young Men Air Industry 
Views 


Issue 


March 
February 
August 
August 
May 

June 
February 
September 


April 
September 


January 
September 
May 
February 
December 


April 


October 
May 


November 
October 
January 
October 


June 


October 
September 


March 
May 


June 
March 
August 
October 


December 


Page 


36 
54 
50 
aa 
26 
17 
18 
54 


26 
52 


50 
40 
44 
32 
32 
36 


73 
43 


48 
65 
10 
78 


38 
56 


31 
34 
22 
32 
10 
ad 
81 


10 


AIR CONDITIONING (See ‘‘Ventilation’’) 


ASSOCIATIONS 

All—Double Feature at 
Atlantic City 

Ail—George M. Isaacson 
Named General Manager 
of All 

AIL—PR Report Tops AIL 
Show 

All—Wallace Elected All 
President 

California Meeting Fit for 
King 

Californians Hold Joint 
Meeting 

Conadions Hold First Interna- 
tional Exhibit Show 

Connecticut's Three Meetings 

DSIA Looks to the Future 

Floridians Out To Build Profits 

Georgia Holds Trade Show 

indiana—Hoosier Confab 
Features Case Histories 

LM's at Hospital Show 


42 


February 


Augus! 
April 

July 

July 
November 
November 


June 


May 
August 


September 


February 
November 


65 


26 
10 
52 


46 


LSAA—"‘Break-Throughs"’ 
Inspire Linen Suppliers 

LSAA—Workshop of LSAA 
Clinic 

Md.-D.C.-Va.—Sidelines 
Featured at Williamsburg 

Massachusetts—Down East- 
erners Hear Coin-Op Panel 

Minnesotans Want To Know 

NAILM Strikes Oil in Tulsa 

New Jersey—Parade of Prog- 
ress Winners at Newark 

New York Celebrates Golden 
Jubilee 

Pennsylvanians Discuss 
Management Problems 

QM Meeting on Laundering 

$.D.C. Clinic Draws 800 

Texans Flock to Convention- 
Exhibit 

Tri-State—SLJ Winners Top 
Tri-State Bill 

West Virginians Elect 
Richmond 

Young Men Air Industry 


Views 

BLANKETS 

How To Get More Blankets 

Six Easy Steps in Blanket 
Handling 

CLAIMS 

Closer Check on Claims Cuts 
Costs 


COIN-OPERATED LAUNDRIES 


Coin-Op Does Shirts 
While-U-Wait 

Coin-Op Sets Pattern for 
Expansion 

Did $250 the First Week 

Does Switch to Coin Operation 
Pay Off? 

Every Plantowner Should 
Open a Coin-Op 

From Self-Service to 
Package Plant 

Keeping a Coin-Op in the 
Black 

Luxury Coin-Op Sets Fashion 
Pace 

Open-Air Coin-Ops 

Pricing Coin-Op Services 

CONSUMER EDUCATION 

The Betty Best Campaign in 
High Schools 

A Capital Idea for Better PR 

How a Group of Plantowners 
Did It 

How Ken Duncan Did It Alone 

How To Reach Tomorrow's 
Homemaker Today 

The Teen-Age Market 


COSTS 

Analyze—Decide—ACT 

Coin-Op Does Shirts 
While-U-Wait 

Cost Control Is the Key to 
Successful Plant Operation 
Today 

Cost Reducing Ideas for 
institutional Plants 

How To Keep Production 
Costs Down 

Pricing Coin-Op Services 

What's the Secret of Success- 
ful Route Operation? 

Why Not Try Sky Hooks? 


Issue 


June 
April 
June 

May 
March 
June 
March 
November 
November 
November 
June 
February 
February 


July 


December 


May 


May 


July 


March 


January 
February 


August 
May 
November 
June 
September 


July 
April 


October 
September 


October 
October 


October 
October 


Avgust 


March 


December 
August 


May 
April 


February 
September 


Page 


10 
62 
62 
52 
46 
60 
48 


50 


16 


16 
35 


14 
50 


38 
46 


CUSTOMER CONTROL 


They Use a Part-Time Sales 
Manager 


CUSTOMER RELATIONS 

The ABC's of Training 
Counter Girls 

Applied Female Image-ry 

Backbone of Our Business! 

A Capital Idea for Better PR 

Closer Check on Claims Cuts 
Costs 

Diapers at the Crossroads 

Did $250 the First Week 

5 Ways To Increase Sales 

How Many Sales Have You 
Passed Up Lately? 

Meet Lady Troy 

“Polly Prim’’ Takes Over 
Lakeland Laundry 

Young Men Air industry 
Views 


DIAPER SERVICE 


Diapers at the Crossroads 
How To Get Good Men To 
Work for You 


DRIVE-INS 


Cash-and-Carry Has Taken 
Over 

How To Get Off to a Fast 
Start! 

If They Can't Park They 
Won't Stop 

Las Vegas" Newest Family 
Laundry 

The New ‘'Shipshape’’ Nuway 

EDITORIALS 

The New Image 

Poly Bags and the Law 

Sales and Spirits Soar 

See You at the Show! 

Show Her You Care Enough 

Thanks a Billion—But No 
Thanks 

Tomorrow May Be Too Late 

Well Done, Panelists 

We're on the Move 

What About the Teen-Age 
Market? 

Young Men's Conference 
Coming Up 


Issue Page 


December 


December 
May 
February 
September 


July 
May 
February 
March 


January 
March 


June 


December 


May 


January 


December 
November 
July 


March 
May 


March 
July 
June 
February 
October 


May 
January 
April 
November 


August 


September 12 


EMPLOYEE RELATIONS (See ‘Personne!l”’) 


ENGINEERING 

First Aid for Plant Piping 
Problems 

For Better Air Compressor 
Operation 

How a Centrifugal Pump 
Works 

How To Protect Electrical 
Equipment 

Keeping Water Supplies 
Right 

No Boys in the Back Room 

Pipe and Valve Roundup 

Power Plant 

Some Thoughts on Annual 
Maintenance 

Three Ways To Maintain 
Proper Water Pressure 

Want a Cooler Plant This 
Summer? 

What To Look For in Hiring a 
Plant Engineer 


December 


November 


April 68 


February 84 
September 60 
December 36 
July 62 
October 102 
August 66 
June 74 


March 58 
May 66 


Continued on page 44 


STARCHROOM LAUNDRY JOURNAL 





BEFORE YOU 
BUY 


any tumbler... 


REMEMBER 


HUEBSCH 


hinst 


in TUMBLERS 














fuse 


in FEATURES 


@ Huebsch Originators have origi- 
nated more time-saving, money- 
saving and safety features than you 
will find on any other tumbler on 
the market. Some of these features 
have been copied by competition; 
most are still exclusive with 
Huebsch. To be sure of getting the 
most value for your tumbler dollar, 
it will pay you to look first to 
HUEBSCH! 


Magnetic Door Latch * Variable Temperature Selector 
Self-Cleaning Lint Screen * Back-Draft Damper + Adjust- 
able Feet * Temperature Limit Control * Air Flow Switch 


d 


HUEBSCH ORIGINATORS 


MIiLWAUKEE tt. WISCONSIN 


World's largest manufacturers of commercial tumblers 
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Analyze—Decide—ACT 

Applying the Law of 
Averages to Sales 

Backbone of Our Business! 

A British Laundry's Approach 
to the Shrinking Sales 
Problem 

Building Laundry Sales Down 
Under 

Cash-and-Carry Has Taken 
Over 

Cost Control Is the Key to 
Successful Plant Operation 
Today 

Closer Check on Claims Cuts 
Costs 

Cost Reducing Ideas for 
Institutional Plants 

Detour Sparks All-Out Sales 
Effort 

Finishing Linen Supply Items 

Finishing Men's Socks 

Four-Point Plan To Lighten 
Work Load 

How To Finish Navy Summer 
Uniforms 

How To Get Good Men To 
Work For You 

How To Keep Rovte Sales 
Growing 

Modernization Affects 
Everybody 

Parade of Progress Winners 
at Newark 

The Price Is Right 

Production Means People 

Simple Tests Cut Risk in 
Hiring 

SLJ Winners Top Tri-State Bill 

Streamlining Production and 
Linen Control 

A Teacher Must Know 

We Saved $312.80 Per Week 


PERSONNEL 

The ABC's of Training 
Counter Girls 

Production Means People 

Sales Recruit Idea Worth 
Copying 

Simple Tests Cut Risk in 
Hiring 

A Teacher Must Know 

They Use a Part-Time Sales 
Manager 

What About Summer Closing? 

What To Look For in Hiring 
a Plant Engineer 


PRICING 

Pricing Coin-Op Services 
Quality Is the Keynote 

A $250,000 Plant for Darien 


PRODUCTION 
Analyze—Decide—ACT 
Beat the Clock 
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for The Whitest Washes Under The Sun... 


)> a Tw 
Use COLGATE _|(()'/\/ i#0)'\/\)\ DETERGENT 


Keeps Customers Coming Back... Keeps Machines Running Full Time! 


Mes 
& 


ta 





KEEPS CUSTOMERS COMING .. . Because new 
Colgate “LOW FOAM” gives top-grade washing, high- 
lights colors and rinses perfectly. Contains a special 
laundry brightener to give your customers THE 


WHITEST WASHES UNDER THE SUN! 


KEEPS MACHINES OPERATING .. . because Colgate 
“LOW FOAM” is the controlled-suds detergent espe- 
cially formulated for tumbler and agitator-type 
washers. “LOW FOAM” produces just the right 
amount of suds for clean washes... not enough suds 


Colgate “Low Foam" Sprayed or Condensed — : : ‘ Z 
Packed in 50-Ib. Fibre Cases. to interfere with washing action! 


Condensed is Ideal for use in Bulk Dispensers. 
Sprayed form not available west of Rocky Mts. 
ECONOMICAL, TOO! “LOW FOAM” saves 


FREE TECHNICAL SERVICE AVAILABLE! $ Ne you money because it helps protect washers 


Our enlarged Technical Service staff will be happy to \ A : , 
P from damaging corrosion, overflowing suds 


help you solve your soap and synthetic detergent ap- 
plication problems. Write your nearest Colgate- or overheated motor due to “‘suds lock.”’ 


Palmolive Company Associated Products Department \ y 
Sales Office. Send for new Soap Buying Guide. PSI RISEN 
ms) COLGATE-PALMOLIVE COMPANY 


300 Park Avenue, New York 22, N.Y. 














Atlanta 5, Ga. * Chicago I], Ill. * Kansas City 11, Mo. * Ookland 12, Calif 
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éWhivanced Design 


hest drying production 
at the lowest cost 


HERE'S PROOF! 


this remarkable tumbler: 


x dries 500 large bath tewels 
| in just 10 minutes 


oes fully dries 1000 lbs., or conditions 
3000 lbs. per hour 





yet is priced 15% lower than before! 


* based on 55% retention 


STARCHROOM LAUNDRY JOURNAL 

















SMITH 


GRANTHAM 


Here’s a tumbler that will give you 25% 
more capacity than any other tumbler on the 
market -— yet costs less to operate .. . less 
to maintain . . . and is priced as low or lower 
than competitive makes! 


For 15% less than before you get the biggest 
value in drying tumblers you’ve ever seen 
... battleship-sturdy, but baby-gentle as it 
dries high-volume loads of laundry. 


And check these features: simplified push- 
button controls to give you easy fingertip 


THE T. L. SMITH COMPANY 


MILWAUKEE 1, WISCONSIN 
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command, a top-mounted burner that con- 
serves fuel and increases drying efficiency, 
a safe sliding door that doesn’t overhang the 
aisle, 23° forward tilt for speedy automatic 
unloading, and (optional) 28° back tilt for 
new, fast sling loading! 


Interested? Give us a chance to tell the 
whole story — no pressure, just facts, but it 
may mean a terrific improvement in your 
whole drying operation. Write for your free, 
file-size copy- of Bulletin 49, as well as any 
other information you need. 


“LAUNDRY. DIVISION 


1000 Tumbler 


A9-4093 
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Student Sales Contest Winners 


The student Jaundrymen 
who authored the winning en- 
tries in a sales contest during 
AIL’s Sales and Advertising 
Course, are, left to right: Ray 
L. Valentine, City-Elite Laun- 
dry Company, Denver, Colo.; 
Les Evely, sales manager of 
the Parisian Laundry, Toronto, 
Ont., Canada; and Robert F. 
Young, Vail’s Clean-O-Mat, 
Ltd., Ottawa, Ont., Canada. 

First-place winner was Mr. Evely who based his contest 
on a horse racing theme. Second place went to Mr. Valentine 
whose contest was centered on a baseball game. And third 
place was won by Mr. Young with a poker game theme. 


A.I.L. Convention Exhibit Space Sold Out 


All exhibit space for the AIL 1960 convention has been 
completely sold out to more than 200 firms which have re- 
served booths to display laundry-drycleaning and _ related 
equipment and supplies. 

The Institute’s seventy-second convention-exhibit will 
take place February 24-28 in Chicago. It is expected to at- 
tract from 13,000 to 15,000 persons in the textile mainte- 
nance field. 

Main speaker at the convention will be Fulton Lewis, Jr., 
news commentator for the Mutual Broadcasting System. An- 
other speaker will be Noah M. Mason, Republican Congress- 
man from Illinois. 


A.I.L. Honored for Textile Work 





The AIL was recently honored for its efforts in the up- 
grading of textiles by the Textile Square Club of New York. 
George Johnson, AIL textile expert, was presented with a 
plaque which symbolized the award—only the second in 20 
years to be presented to an organization. 

The reads: “To the American Institute of 
Laundering, pioneer in textile upgrading and aggressive in- 
fluence for quality performance of textiles for the past 35 
years 

The presentation was made at a special forum luncheon 
by Harry Riemer, Henry Bach Associates, chairman of the 
event, 


inscription 
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The plaque is shown being hung in place by George 
Isaacson, left, general manager of AIL, while Mr. Johnson 
looks on. 


Heintz Joins A.1.L. as Special 
Representative 


Bruce E. Heintz has joined 
the AIL as a special repre- 
sentative to introduce the na- 
tional trade association to 
laundrymen. 

His duties will include ex- 
plaining the benefits of mem- 
bership in AIL and describ- 
ing the services available. He 
will also act as a liaison be- 
tween member laundries and 
the Institute. 

Mr. Heintz was graduated 
from Knox College with a 
bachelor’s degree in  sociol- 
ogy. Before joining the Insti- 
tute staff, he served with the 


BRUCE E. HEINTZ U. S. Armv 


Ad Contest Winners To Be Announced 


Winners of the AIL’s nineteenth Laundry Advertising 
Contest will be announced at the Institute’s annual conven- 
tion in Chicago, February 24-28, 1960. 

The contest is designed to pay tribute to laundrymen 
whose advertising is a credit to the professional laundry in- 
dustry. Entries will be judged in nine classifications of news- 
paper ads, radio and TV, direct mail, bundle _ inserts, 
packaging, ads from outside the U. S. and Canada, and mis- 
cellaneous (signs, matchbooks, printed wrapping papers, 
etc. ). 

Laundrymen who win first place or honorable mention 
in each classification will receive framed certificates. Dupli- 
cate awards will be given where agencies assisted. 


Laundry Students May Use Loan Fund 


Laundrymen who wish to attend the January session of 
the School of Laundry Management but lack the financial 
means to do so may make use of the Student Loan Fund. 

The fund was established by the will of William C. Howe 
in the amount of $10,000 to provide loans to worthy and 
desirable laundry students. An additional $7,000 was later 
contributed to the fund by a group of laundrymen and allied 
trades firms. 

The next school session is scheduled for January 4-29. 
The two-week course on Laundry Identification and Wash- 
ing will be in session January 4-15, and the two-week course 
on Finishing will be held January 18-29. 

Prospective students interested in applying for a student 
loan or for details on the courses are requested to write to 
Ceci] H. Lanham, Director of Research and Education, 
American Institute of Laundering, Joliet, Ill. 
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star bright quality you see...and MORE with METSO 





METSO DETERGENTS 


TRADEMARKS REG. U.S. PAT. OFF. 


December, 1959 


Whiter brighter bundles result when you use Metso Detergents. 
Whiteness retention tests confirm what you see. 


Important also for quality is your tensile strength retention. With 
Metso, tensile strength losses are surprisingly low. 


Try Metso Detergent in your plant for a month and see the difference. 


For a quality look in every bundle, choose Metso 
METSO GRANULAR, sodium metasilicate pentahydrate 
METSO ANHYDROUS, sodium metasilicate anhydrous 
METSO 99, sodium sesquisilicate, hydrated 

METSO 200, sodium orthosilicate, concentrated 


PHILADELPHIA QUARTZ COMPANY 
1160 Public Ledger Building « Philadelphia 6, Pennsylvania 





Associates: Philadelphia Quartz Co. of Calif.; Berkeley & Los Angeles, 
Calif.; Tacoma, Wash.; National Silicates Limited, Toronto, Canada 


9 PLANTS - DISTRIBUTORS IN OVER 68 CITIES 
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THE ENGINE IN THIS METRO-MITE 
CAUSED ONE OWNER* TO SAY: 


THEY'RE SAVING 
AS MUCH AS 
60% ON GAS” 


The Name Again: INTERNATIONAL® Metro-Mite® (America’s big- 
gest little retail delivery truck for cleaning and laundry). 





The Engine: The first true economy 4-cylinder engine ever put 
under the hood of an American delivery unit. 

Money Savings: Initial cost is less! Metro-Mite loadspace is only 
about $10.98 per cu. ft. You save close to a thousand dollars against 
what you could expect to pay for a conventional truck. You get 
longer life through a unitized, factory undercoated body. 


Time Savings: In step with the trend to less “rough” and more 
“finish” wash, the Metro-Mite delivers new compact loads with 
new compact economy. Though only 13-ft. long overall, it makes 
200-cu. ft., 1,000-lb. payloads quickly accessible from side doors or 
back with walk-in, walk-through “‘square-cut” design. 

Where Do You See It? At the home of America’s most complete 
family of multi-stop delivery units... INTERNATIONAL Trucks with 
METRO bodies...at your INTERNATIONAL Dealer today! 


*Name on request 





INTERNATIONAL 
TRUCKS wees us 


INTERNATIONAL HARVESTER CO., CHICAGO « Motor Trucks + Crawler Tractors ® 
Construction Equipment « McCormick® Farm Equipment and Farmal!® Tractors ‘ 
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Laundry News Notes 


——_— 








tion on September 24. William Grant, 
manager of the hospital’s laundry, con- 
ducted a tour. 


BURLINGTON, VT. — Mrs. Delia 
Rosenthal of Empire Launderers and 
Cleansers has been selected Business 
Woman of the Year by the local Business 
and Professional Women’s Club. In nam- 
ing Mrs. Rosenthal as its first annual 
award selection, the Club cited her as 
one of the leading laundry and dry- 





PHILADELPHIA, PA. — St. Joseph's 
Hospital of Philadelphia was host during 
the monthly meeting of the Philadelphia 
Institutional Laundry Managers Associa- 









° 
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so superior: 


Fate's 


er 










DOUBLE THE WEAR, 
DOUBLE THE VALUE— 


with all-new BU LLOOG 





TIME TESTED PERFORMANCE 


Our biggest users, including both laundries and linen supply houses, have pro- 


nounced the all-new BULLDOG DOUBLE-X the most rugged, longest lasting 


.. gives double the service of other press 


press cover in their experience . 


cover cloths, 


DEPENDABLE QUALITY + SUPERB FINISH 


Only by weaving the fine-finished cloth, by constant quality control, were we 
able to produce this tough BULLDOG DOUBLE-X. It won't stretch or shrink; pro- 
tects your press pads and asbestos under covers; gives the clothes a finer finish. 


) Special Nylon Draw Cord 


lasts the life of the cover 
. bber. \ 
| from you! For +» BULLDOG DOUBLE-X 


; ire 0 
7 Write, W! full » is available in all types of made up covers or in roll 
( phone for form. Both types are priced to fit the mos! econom- 
é information. ) ical budget. 


Nf Get DOUBLE-X 


\ 


X. S. SMITH, INC. 


RED BANK «© NEW JERSEY 
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cleaning operators in Vermont, and for 
her active participation in numerous 
civic, charitable and religious organiza- 
tions. 


SAYRE, PA.—Forest Hines has been 
appointed laundry manager at the Rob- 
ert Packer Hospital. He was formerly 
laundry foreman at Aultman Hospital in 
Canton, Ohio. 


NEWARK, DEL.—Blue Hen Laundry 
was purchased recently by a group of 
local businessmen from Ernest and Ren- 
nert George. Arthur G. Husfelt is the 
new manager of the firm, located at 27 
Nerth St. with a branch at 39 E. Main. 


PROVIDENCE, R. I.—John J. Mor- 
ley, president and general manager of 
Country Club, Inc., launderers and dry- 
cleaners, has assumed the presidency of 
Wickford Laundry, Inc., North Kingston, 
a subsidiary of Country Club. The par- 
ent company recently opened a branch 
in the Barrington Shopping Center, and 
has increased facilities and installed new 
equipment at Wickford Laundry, Inc. 


TORONTO, ONT., CAN.—Allan B. 
Wright of Hamilton was elected presi- 
dent of the Dry Cleaners and Launder- 
ers’ Institute (Ontario) at the group’s 
annual general meeting. Mr. Wright was 
secretary-treasurer of the Hamilton Divi- 
sion of the Dry Cleaners and Launder- 
ers Institute (Ontario) from 1950 to 1957, 
and chairman from 1957 to 1959. He 
served on the board of governors of the 
Institute in 1956 and on the executive 


committee from 1957 to 1959. 





TABER, ALTA., CAN.—Star Laun- 
dry and Dry Cleaners, located on 47th 
Ave., has been officially opened. Sam 
Yee is the owner, while his son, William, 
proprietor of Town and Country Clean- 
ers in Vulcan, is in charge of the dry- 
cleaning department. 


PORTLAND, ORE.—A_ business _li- 
cense has been issued Richard H. Beech 
for establishment of a laundry at 2318 


S. W. Sixth Ave. 


McCOOK, NEB.—Ideal Laundry was 
toured by a group of McCook teachers 
during the annual Business-Education 
Day activities. 
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TUCSON, ARIZ.—Oliver Drachman 
has announced the sale of Oliver Drach- 
man’s Unit Laundry, 300 E. Seventh St., 
to Robert J. Brooks. Included in the sale 
are seven drive-in laundries, Mr, Brooks 
said the present facilities would be ex- 
panded to include six new drive-ins. Mr. 


Drachman also announéed that a new 
$200,000 facility would be constructed 
on E, 17th St. to house his linen sup- 
ply service, not included in the sale, to 
be operated as Oliver Drachman Linen 
& Uniform Supply, Inc. President and 
general manager will be his son, James, 
who is now vice-president and general 
manager. 


ELDORADO, OKLA.—Mr. and Mrs. 
Eudell Walker, owners of Uptown Laun- 
dry, have added coin-operated equip- 
ment, 


CENTERVILLE, TEX.—R. C. Dans- 
by, owner of American Laundry and 
Dry Cleaners, Inc., in Bryan, has pur- 
chased Keeling Cleaners and Laundry 
from Mrs, Alvis Keeling. 


OCEANSIDE, CALIF, — Newcomb’s 
Laundry-Cleaners, formerly Oceanside 
Laundry, which was destroyed by a 
$250,000 fire, recently held the grand 
opening in its new drive-in at its former 


location, 202 §. Cleveland. 





ST. LOUIS, MO.—A three-day grand 
opening celebration was held recently at 
Morris Laundry, 1407 N. Jefferson Ave. 


CALEDONIA, MINN. — Brothers 
Claude and Robert Danaher have an- 
nounced the grand opening of their 
laundry in a recently completed building 


on W. Grove St. 


TRAER, IOWA—Mr. and Mrs. Jack 


Nagel are the owners of a laundry re- 
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cently established in the Kostlan Build- 


ing. 22 


HOUGHTON LAKE, MICH.—Sohn C \Y“~€§ 
Laundry has gone out of business after 
four and one-half years of successful op- 
eration. Robert Sohn reported that he 
decided to close the laundry when he 
could find no feasible means of meeting 
District Health Department require- 


ments for disposal of waste water from KNOXVILLE, TENN. — Perfection 
the plant. The linen supply business Laundry, 2603 N. Broadway, has merged 
from Harrison northward was sold to with C&S Laundry, 1200 E, Magnolia 
Cadillac Overall Supply Co. of Detroit Ave., according to an announcement by 
and Grayling. The linen supply south of Neal Ridley, president of C&S. The lat- 
Clare went to Sohn Linen Service of ter company has assumed production 
Lansing, owned by Robert Sohn’s uncle, and delivery service of Perfection. 

Joseph Sohn. Continued on page 57 





To Laundry Superintendents who 
want to make their dollars go further: 


Stateys SPECIAL FINISH 
STARCH 


gives you these 6 
important advantages 


1. Economical... goes further 
2. Consistently uniform 

3. Easy to use 

4. Penetrates evenly, thoroughly 
9. Reduces surface defects 

6. Gives a smooth, pliable finish 






Your very first trial will prove it beyond doubt. As 
a perfect size for Institutional Laundries, Staley’s 
Special Finish Starch is second to none in efficiency 
and economy. 


For Special Finish Starch is produced by laundry experts who 
constantly and carefully scrutinize each process of manufacture 
to insure absolute uniformity. Easily prepared, easy to use, 
Special Finish provides fast, even penetration—without glazing, 
spots, highlights, and other surface defects. 

Whether for wheel sizing or hand dipping—you'll discover 
Staley’s Special Finish Starch is ideal where efficiency and 
economy are major requirements. For full information, see 
your Staley Representative, or write today to: 

A. E. STALEY MEG. CO., DECATUR, ILL. 


Branch Offices: Atlanta * Boston + Chicago + Cleveland + Kansas City 
® New York - Philadelphia + San Francisco + St. Louis 





Staleys 


SPECIAL FINISH STARCH 














let's get the 


Let's see which washer ts really built for 
punishment and long, trouble-free operation! 


Let’s cut through the mass of conflicting, inflated 
and frequently ridiculous claims! Let’s see who 
really makes the toughest, simplest washer of 
them all! No competing washer can match C/L’s 
trouble-free, no-maintenance performance—sim- 
ply because no other washer is made to the same 
exacting specifications as the C/L washer. 


At every vital point—where you laundry opera- 
tors usually experience trouble with ordinary 
washers—C/L’s superior engineering gives you 
exclusive design features...and backs each fea- 
ture with the famous C/Z Unconditional 5-Year 
Guarantee! Examine these photographs care- 


New C/L low front, 3-door, open 
pocket washer with unloading 
shelves, double end drive and full 
automatic formula contro). Also avail- 
able with “Y"’ type or Pullman 
cylinders. 


fully. Note that C/L’s superior construction 
eliminates all those “props” which many other 
washers need to shore up inferior or flimsy de- 
sign. You can judge C/L’s superiority not only 
by its superb exclusive mechanisms—but also 
by the fact that C/L has eliminated many of the 
clumsy, time-wasting gadgets which competing 
machines need and have. 

You be the judge: check C/L specifications and 
design features against competitive makes. 
Better still, check C/L machines in actual oper- 
ation in the field. Talk to your fellow laundry 
men who have C/L washers. Then you decide. 


and 
remember, 
C/L 
guarantees. 
all vital 
points for 


F years! 


finest...simplest...most rugged washer ever made! 


P.S. Important! //{ machines are purchased on deferred payment 
i F ; pa; 

plan, C/L “carries” its own paper. Your notes stay in our 

vault until paid! No disinterested third parties to deal with. 
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CUMMINGS-LANDAU _ 


isn’t 


PROFIT 


your prime 
objective? 


Speed Queen’s sensational rise to top position in the 
coin-operated laundry field is due to leadership in 
the 3 basic ingredients that produce profit. Here 


they are: 


A Faster, Shorter Cycle . . . that aftracts more cus- 
tomers .. . and handles at least 50°7% more business 


with the same investment. 


Cleanest, Whitest Wash Offered Anywhere . . . 
produced by Speed Queen's famous bowl-shaped tub 
and agitator principle with popular top loading. 
Speed Queen's superior washing quality holds cus- 
tomers . . . keeps ‘em talking favorably. (Safety lid 
lock has been added as a new feature.) 


Most Trouble-Free Machine .. . in the entire in- 
dustry. Which means lowest maintenance cost. When 
servicing IS necessary, easy accessibility of all major 
mechanical assemblies saves time and labor. 

There it is . . . the 3 basic requirements that assure 
big coin-laundry profits wrapped in ove commercial 
automatic washer . . . SPEED QUEEN. Why settle 
for less? 


Commercial Dept. J 


SPEED QUEEN 
A Division of McGraw-Edison 
Company, Ripon, Wisconsin 


NAME 


ADDRESS 
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VERSAILLES, KY.—A_ remodeling 
program has been completed at Versailles 
Laundry and Dry Cleaners, N. Main St. 
The entire plant facilities have been en- 
larged and all equipment replaced. 


DOTHAN, ALA.—Bishop Laundry 
was awarded a certificate from the 
Dothan Community Chest Fund Drive 
for being the first firm in the city to 
contribute 100 percent to the Chest. 
Ewell Killingsworth, sales manager of 
Bishop, accepted the certificate on be- 
half of the employees. 


WINFIELD, ALA.—City Laundry 
has expanded its facilities and is now 
operating in a new building with four 
times more floor space. T. C. Baggett and 
Herbert Webb are the owners. 


LEAKSVILLE, N. C.—New System 
Laundry, located on Bridge St., has in- 
stalled new shirt finishing equipment, 
according to D. T. Lunsford, the new 
owner. 


HELENA, ARK. — Spotless Laundry 
and Dry Cleaners has been opened at 


308 Plaza St. 


SALES MANAGER 


Continued from page 24 


the routes. After this on-the-job train- 
ing the salesman is brought into the 
plant and shown exactly how work is 
processed throughout the operation. 
Good supervisory control gives the 
plant sufficient manpower to keep a 
route supervisor on the route until the 
salesman is thoroughly acquainted 
with the entire procedure. 
Throughout the year the plant 
sponsors various types of sales contests 
around box storage promotions, pillow 
renovating, or using increased-pound- 
age incentives. Regardless of the type 
of contest they are never run for 
longer than a six-week period. “We 
feel that a sales contest will wear itself 
out if it drags on too long,” com- 
mented route supervisor Abe Bulthuis. 
As an aid in developing individual 
initiative the route supervisor has set 
up individual score sheets in the 
drivers’ room. Each man records his 
own standing on the number of bun- 
dles brought in the plant each day. 
Monthly training films on various 
aspects of selling are shown at the 
salesmen’s meetings. These are usually 
held early in the morning on the first 
Friday of every month. The meetings 
never last longer than 45 minutes. 
Training bulletins and suggested sell- 
ing hints are distributed to the men 
at these meetings. A slide presentation 
on how to sell laundry service, fur- 
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for unsurpassed 
service — higher 
production— 
top-quality flatwork 


M REVOLUTE covers 


and RH@:0n 


Industrial and institutional jaundries 
are understandably excited over sav- 
ings of up to 43% —not counting 
changeover labor costs and stoppages. 
These savings are made possible by us- 
ing the perfectly matched team of 
REVOLITE Cover and REVOLON Pad. 

The REVOLITE Cover, long recognized 
as the finest semipermanent cover of 
the industry, is now teamed with an 
equally outstanding REVOLON Pad, 
newly developed through R/M_ re- 
search. The REVOLON Pad combines 
asbestos and Dacron fibers to with- 
stand temperatures needed for the cor- 
rect operation of an ironer, retain re- 
siliency over its unusually long service 
life, and help produce the finest quality 


® 


pads 


flatwork. A REVOLITE-REVOLON team 
of covers and pads can give you up to 
four times the service provided by in- 
ferior covers and pads. No matter 
what combination you have been using, 
it will pay you to hear about the better 
work and important savings made pos- 
sible by REVOLITE-REVOLON. Write or 
call us today for full details. 

R/M also supplies REVOMESH, a 
complete line of metallic press pads, 
as well as many types of REVOLIT! 
press covers for most presses. 





Members of A.I.L., L.S.A., N.A.LL.M. 











REVOLITE DIVISION 


OF RAYBESTOS-MANHATTAN, 


INC. 


500 Fifth Ave., New York 36, N.Y. « Phone: BRyant 9-4390 


RAYBESTOS-MANHATTAN, INC., Laundry Pads and Covers ¢ Asbestos Textiles * Brake Lin- 
ings © Brake Blocks # Clutch Facings * Rubber Covered Equipment * Industrial Rubber * Engi- 
neered Plastics © Sintered Metal Products * Abrasive and Diamond Wheels * Bowling Balls 


nished by an outside source, has also 
been shown at the monthly meetings. 


Laundry service films 


At the present time a series of con- 
sumer films on the value of profes- 
sional laundry service are being 
shown. At least seven or eight route 
salesmen have made arrangements to 
show these films to customers in their 
territories. Usually, the route salesman 
arranges to show the film at a PTA 
meeting or before women’s church 
groups. The plant mails out letters to 
various civic groups at the request of 
the route salesmen. Letters, however, 
are always signed personally by the 
route salesman serving that area. A 
movie projector and screen are made 
available whenever a_ salesman ar- 
ranges a group meeting among his 


customers. This, too, makes the sales- 
man feel that he is really in business 
for himself. 

Once a month the plantowner and 
his supervisors hold a dinner meeting 
for all rotue salesmen. A progress re- 
port on plant activities or forthcoming 
sales promotions are usually discussed 
at these affairs. Twice a year route 
salesmen and their wives are treated 
to a company dinner. During any sales 
contest mailings are distributed to the 
route salesmen’s homes. In this way, 
management feels that the salesman’s 
family will urge him on to increase 
sales. 

A good part-time 
guiding the activities of the route su- 
pervisors has been a big factor in 
keeping route averages well over $500 
per week. It has proved an excellent 
method of making route sales profit- 
able all year round. (JJ 


sales specialist 
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THINKING BACK on the laundries 
I've visited and the wonderful people 
I've met, I always get the giggles 
when I recall one of my first calls on 
a launderer. It happened in the Mid- 
dle West and I won't tell you his 
name because I found out later he 
wasn’t just pulling my leg . . . he was 
telling me the truth. 

It was a nice medium-sized plant 
and profitably operated. The owner 
told me that until just five years be- 
fore, he had never earned over 
$2,400 a year in his life. But in just 
five years his entire life had been 
completely changed. He took me out 
and showed me his beautiful new 
home that must have cost $35,000 or 
$40,000 (this was in 1945, mind you). 
He drove a new Cadillac, as did his 
wife, and their daughter had her own 
car. He assured me the plant, the 
home and the cars were all paid for. 
Besides, his cash in the bank on this 
very day had just topped the $100,- 
000 mark. 

But in spite of all this, he had just 
one regret he wished he had 
married a woman with a much larger 
laundry. 
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Shirt Display 


In Denver about a month ago I had 
the pleasure of visiting Gus Anderson, 
Jr., at the Silver State Laundry. The 
first thing that struck my eye was a 
finished-shirt display that no one 
could miss when he came into the call 
office. 

It was a shadow-box affair that was 
recessed into the office wall. The 
frame of the box was made of cherry 
wood, and protruded from the wall 
about 5 inches. (The wall was faced 
with vertical planks of cherry wood, 
too.) 

The box was 26 inches high and 
about 3 feet wide, with a depth of 16 
inches. The sides curved to the back 
which was covered with dark blue 
cardboard such as showcard writers 
use. One side was of orange card- 
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board and the other side was light 
green. The top and bottom of the box 
were covered with yellow cardboard. 

It was a very colorful background 
for a finished white shirt, although it 
is also used for display of seasonal 
items such as blankets. 


Door Knob Guard 


Also from the Silver State Laundry 
comes another good idea. I noticed 
a curved metal strap fastened beside 
the doorknob of a door leading into 
the front office from the laundry, and 
it puzzled me no little. 

Gus set me straight in a hurry. It’s 
to keep the heavy wooden trucks from 





©. 











damaging the doorknob when it’s 
necessary to bring finished laundry 
bundles into the call office from the 
laundry. It also keeps trucks and 
hampers from getting “hung up” 
when the door swings shut as they 
are being brought in. 

Come to think of it, Gus must have 
seen a larger version of the same idea 
at the Mattmiller Laundry in Chicago. 
They used the idea on a couple of 
10-foot swinging doors where the 
routemen brought big hampers of 
soiled bundles into the plant. Kept 
from damaging both the doors and 
the hampers. 


Plant Intercoms 


Gareth Gillis, at the Sterling Towel 
Supply Co. in Fresno, California, has 
five intercoms scattered around in his 
plant. They are all controlled by a girl 
in the front office so the girls can’t use 
them to yak to one another between 
stations in the plant. 

An activator button on top of each 
of the affairs needs only to be pressed 
to get the attention of the front office 
girl for a two-way conversation with 
any station. It saves considerable 
walking. 

Most intercoms are set up on 
crowded tables and shelves where 
they are subject to frequent damage. 
Gareth suspends them from pipes 
that come down from the ceiling 
rafters, so they are out of the way at 
all times. Over each unit extends a 
rod or Hat bar which is hinged to the 


























supporting pipe. A cord on the end 
of this rod hangs down so that when 
an operator pulls it she is able to de- 
press the activator button and get the 
attention of the office girl. 

The intercoms are quite inexpen- 
sive, but worth their weight in gold. 


Monel-Screened Lint Trap 


Now here is a different slant on 
lint traps. At the Merced Laundry in 
Merced, California, Walter Honde- 
ville showed me one that is superior 
to most I’ve seen. It’s a circular affair 
on the roof, and is about 5 feet high 


| oP 
Mend 


Exhaust Duct 
nang 
over 


4ft Wide 
Cone 


[ Secret 
Mone alS 
on vpper 


and about 5 feet across. The lower 
half of the sides is metal and the 
upper half is screened in. The tumbler 
exhaust duct enters at the top and 
blows down into a big inverted metal 
cone that must be 4 feet across at the 
top. There’s a clean-out door on the 
front side, and sufficient metal over- 
hang to keep out the rain. 

According to Walter, the secret of 
the whole thing is his use of Monel 
screen, It’s expensive, and has con- 
siderably smaller openings than hard- 
ware cloth, but it’s so smooth that lint 
doesn’t build up on it and destroy the 
trap’s efficiency. (0 
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double 
dividend 


She’s pleased. No question 
about it. Quality 

shirt finishing — smooth 
and comfortable — 

is the best way to 

build repeat business. 


You are repaid, too, 

if you use Satinette. 

The best starch is 

the most economical starch. 


Cook Satinette once. 
Use it all. It never 
separates or congeals. 
Less time consuming. 
Better profits. 

LET YOUR KEEVER 


SALES-SERVICE MAN 
PROVE /T 


THE KEEVER STARCH CO. 
COLUMBUS 15, OHIO 


Corn, wheat and other grain products 
for industry since 1898 


KEESTAD 
wre 
Raouct? 


NIAC 


A BLEND.OF WHEAT AND CORN 


Other Keestar products 


ULTRA-LITE® 


SANI-SOUR 
JUMBO PADS 


December, 1959 
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Left: Bermuda-bound plantowners at one of business conferences held during week-long cruise. Right: Clearly enjoying the seagoing 
convention are, left to right, Mrs. Louis Dulberg; Louis Dulberg, West Side Corporation; Mrs. A. P. Stetser; A. P. (Pete) Stetser, sales 
manager, Drycleaning Division, Electrochemicals Department of Du Pont 


East Coast Operators at Sea 


OVER TWO HUNDRED plantown- 
ers, allied tradesmen and their wives 
enjoyed the first Eastern Seaboard 
conference aboard the steamship 
Queen of Bermuda October 17-23. 
The group, organized through the 
joint cooperation of several state asso- 
ciations, enjoyed a novel fall confer- 
ence. Participating were the Massa- 
chusetts Laundryowners Association, 
New England Linen Supply Associa- 


ZEIDLER 


for modern 
laundry profits 





*Stripping and Guide Device 
eliminates tapes and strings. 


*Steel Spring Cushions for 
Chest-type lroner Rolls. 


*Feed Ribbon ‘“‘Sur-Drive” Kit. 
*Doffer Rolls. 


*Spring ‘‘Perma-Pad" for 
Drycleaning Presses and 
“Enduro”’ Pads for Laundry 


Presses. 


ZEIDLER 


MANUFACTURING COMPANY, INC. 


633 Concord Ave. 
MAMARONECK, N. Y. 











tion, New Jersey Laundry and Clean- 
ing Institute, New York State Laun- 
derers and Cleaners Association, and 
Maryland, District of Columbia and 
Virginia Laundryowners Association. 

Beginning with the official recep- 
tion on the first afternoon, all business 
sessions were held aboard the Queen 
at sea. The program committee, made 
up of Harold Parker, president of the 
Massachusetts association; Hal Marvin 
Marx, president of the New Jersey 
group; and Arch Houstle, Tri-State 
president, had developed a_ well- 
rounded program which offered many 
new ideas to go with the novel con- 
vention setting. 

David Connors of John Carruthers 
Co., Boston, covered the subject “Cost 
Surveys” and discussed automation in 
the bookkeeping department. John 
Hooper of Salem Laundry, Salem, 
Mass., in his talk on “Why Drive In” 
gave the audience many tips which 


MILMA 


The monthly meeting of the Metro- 
politan Institutional Laundry Man- 
agers Association was held at the 
Colgate-Palmolive Company offices, 
New York City, November 18, and 
brought out a total of 60 members and 
allied tradesmen. 

Peter Panbakker of Colgate’s cost 


explained the popularity of the drive- 
in plant. 

Henry Worcester of Morningside 
Laundry, Silver Spring, Maryland, ex- 
plained in his talk why he has given 
up the conventional operation of 
routes in favor of “Package Stores.” 

Philip Lewis of Philip Lewis and 
Co., management consultants, and the 
New Jersey Laundry and Cleaning In- 
stitute, laid down for his audience the 
basic principles of industrial manage- 
ment. 

In addition to the formal sessions 
the conventioneers also participated in 
round-table discussions and bull ses- 
sions which featured the following: 
“Impact of the National PR and PL 
Program”; “Sales Promotion”; “Pro- 
duction Techniques”; and “Office Pro- 
cedures.” In addition the convention- 
eers were treated to a visit to the 
ship’s laundry, where they observed 
the techniques used by the ocean-go- 
ing installation. 

At Bermuda the men and _ their 
wives spent their time shopping and 
visiting points of local interest. (17 


Tours CP 


accounting division was the featured 
speaker of the afternoon. His subject 
was a general review of cost account- 
ing methods. 

After the short business meeting 
the LM’s toured the building. 

Rubin R. Braun, head of the 
MILMA, presided. (471 


For Your Tuformation... 


Hand Iron and Heart: Hand ironing 
not only takes three times as long as 
automatic ironing, tests show, but the 
heart recovery rate is eight times slow- 
er than that of automatic-iron opera- 
tors. 


Dry but Safe: Employers are urged to 
dry up the company Christmas party 
by the National Safety Council. Drink- 
ing and driving are a lethai combina- 
tion with many traffic accidents stem- 
ming from highball hilarity. 
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WASHEX |for LAUNDRY 





CUTS WASHROOM COSTS 50% 





A MACHINE FOR EVERY OPERATION 


MODEL 2LA 
265 |b. capacity, 2 pockets. 


MODEL 3LA 
375-400 |b. capacity, 
2 and 4 pockets. 


MODEL 5LA 


600 Ib. capacity, 
4 and 6 pockets. 








Eliminates tedious transfer of heavy, wet work from 
washer to extractor. 


Doubles, even triples output per operator hour—1200 
pounds per operator hour easily accomplished. 


40% saving in washroom floor space. 
Shorter wash formulas — no lose in quality. 


20% saving in wash water and corresponding water 


heating cost. 
High extraction efficiency. 
Pullman partition, side loading cylinders with large 


doors — easiest loading and unloading. 


No more sloppy washrooms — floors stay dry and neat, 


SEND FOR MORE INFORMATION 


To obtain informative, helpful brochures, 
simply attach this ad to your letterhead. 


Circle No. 47 on Post Cord 





Engineering Section 


First Aid for Plant Piping Problems 


Many costly repairs can be avoided by inspecting 


likely trouble spots 


GOOD HOUSEKEEPING is usually 
reason enough for a man to replace 
the washers in any leaky faucets in his 
own home. But evidence of bad 
housekeeping in the plant, such as 
sweating pipes, leaky joints or banging 
valves, doesn’t get the same prompt 
attention for one reason and another. 
We have seen some firsthand exam- 
ples of this carelessness costing a plant 
a sudden shutdown from a burst pipe 
that had been dripping for as long as 
anyone could remember. 

Here are a number of quick reme- 
dies to alleviate your plant's piping 
problems: 


A. The leaky pipe. The most fre- 
quent cause is a poor job at the fitting 
or installation stage. Its only cure is 
to break open the pipe connection and 
then proceed as follows: 

1. Run a tap or die over the threads 
to straighten out any damaged ones 
and renew the pitch. 

2. Take a wire brush and scrub be- 
tween the threads of the pipe. Also 
scrub out the inside threads on the 
valve, the elbow, or whatever it is that 
the pipe connects into. 

3. Use a good lubricant or a “pipe 
dope.” But put the dope on the pipe 
threads only—never inside the fitting, 
because this lubricant can clog up the 
workings of the valve or gum up the 
interior of an elbow. 


4. Put the pipe into its connection 
and run it up as far as possible by 
hand. The joint is then started right 
with the least damage to threads. A 
wrench will now let you turn up the 
connection to a good snug fit. Be sure 
you know the proper distance to run 
a pipe into a fitting. 

As a word of caution, never run a 
pipe too far into a fitting and espe- 
cially so when valves are concerned. 
Pipes run too deep can press against 
and even distort the valve so that leak- 
ing wil] always occur. 


B. The banging steam jine. The 
major cause of continued rapping or 
banging in a steam line is inadequate 
venting and trapping. Note this is 
quite different from the rapping 
sound you frequently hear when you 
first open up a cold jine to steam. 
Then two things are taking place. 
First, the meta) making up the pipe 
is being heated up rapidly and its ex- 
pansion makes an audible sound espe- 
cially as it progresses through differ- 
ent fittings and pipe bends. Second, 
the first rush of steam through the 
pipeline is cooled rapidly by all the 
cold metal it meets. In cooling, the 
steam condenses to water and is 
pushed gurgling along to the end of 
the pipe. The remedy for this situa- 
tion is the liberal use of drains and 


drip pockets where this unwanted wa- 


By JOSEPH C. McCABE 


ter can be collected and drained off. 
We have dwelled at great Iengths 
on traps and their application at other 
times. Their use is a must in the 
proper maintenance of steam lines. 


C. The hammering water line. There 
can be a number of reasons for the 
development of water hammer in a 
piping system. One very frequent 
cause is the presence of quick-opening 
valves. Laundry plants are all too 
familiar with automatic washing 
cycles under the contro) of relatively 
rapid-acting valves. 

When you consider that the water 
moves through the service pipes at a 
speed of from 4 to 10 feet per second 
and this stream is stopped almost 
instantly, you will realize the force 
this moving body of water represents 
has to go somewhere. It comes back 
to rest by dispelling this force in the 
form of shock waves. These waves 
ride back and forth along the piping 
in much the same way a distended 
spring comes to rest. Depending on 
the size of the pipe, its Jength and 
fittings, the hammer may be intensi- 
fied and in an extreme situation de- 
velop enough shock to rupture a pipe 
or distort a fitting. 

Since, in our opinion, this form of 
water hammer is the most dangerous, 
well mention its control right now. 


The best and most effective medium 


NORMAL ENGAGEMENT BETWEEN THREADS 


American Standard 
end 


A?.1. Une 
Pipe Threads 


BUAENSIONS, IN INCHES 


Dimensions given do net allow fer variations in tapping or threading. 
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Dreinege Fittings. The ternal thread, 
however, showld not be threaded small te gauge and not mere than ene tum large. he 
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with the new DIVCO LITE-WEIGHT 
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500 to 1000 pounds more payload 
in lite-weight aluminum or steel 


Never before a multi-stop delivery truck with such a profitable 
combination of extra pay load . . . low operating cost . . . and long life 
dependability. The famous Drvco Muttt-Stop Cuassis, ruggedly 
designed to give you DouBLE the years of service, is backed by 32 
years of multi-stop manufacturing experience. With all-steel body, 
the lower panels are high tensile steel for many years of corrosion- 
free operation. Aluminum body features advanced steel enclosed 
safety cab. The new Divco LITE-WEIGHT in 7500 pounds gross 
vehicle weight and 412 cubic feet payload is equally well-suited for 


either retail or wholesale delivery routes. 


| -—- 
/ ) For additional information, dimensions and complete 
\ 

Sh ‘ specifications, contact your DIVCO Dealer. 


Over 75% of all Divco trucks produced since 1927 are still in service! 


advise 


Divceoeo -WAYNE CORPORATION 


December, 1959 


Power of a Six! 


Economy of a Four! 


Divco’s GOLDEN MISSILE Four is designed 
specifically for rugged multi-stop truck serv- 
ice, adds muscle and hustle to economical 
four cylinder performance —for longer routes 
... heavier loads . . . and greater speeds. This 
new overhead valve engine develops 80 
horsepower at 3500 RPM on regular gaso- 
line—runs cool, remains sludge-free under 
the toughest start-stop conditions. The new 
truck is also available with the new Divco 
SUPER Six ENGINE, 
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SIMPLEST STEAM TRAP 


Trouble-free design 
practically eliminates maintenance 


made of stainless steel. Only 


110° to 180°F 


CUT YOUR WATER HEATING LOAD IN HALF 


Use BTUs from waste water to preheat incoming water to make 


your water heater big enough for the job. 
GUARANTEED TEMPERATURE RISE + AUTOMATIC SELF-CLEANING 
CONTINUOUS MAXIMUM HEAT RECOVERY 


Write today for illustrated bulletin and data sheet. 


Ludell Manufacturing Company 


5200 West Stote Street ° Milwaukee 8, Wisconsin 
Representatives in all 49 Stotes and Canada 

MANUFACTURERS OF BREADY SYSTEMS OF HEAT RECOVERY AND HOT WATER HEAT 
ING « WATER HEATERS * STORAGE TANKS * WHEELER SELF-UNLOADING WASHER 





1. No complicated mecha- 
nism! Look at the cross-sec- 
tion above. Not a pin, lever, 
gasket or bucket in sight! 
There aren’t any . .. in the 
practically trouble-proof 
Sarco TD... simplest of all 
steam traps. 

2. The kinetic energy of 
steam closes the valve. No 
mechanism needed. 


1 moving part. 
4. No narrow channels to 
choke. No gaskets to leak. 


Ask for 60-day trial 


We'll send you Sarco TD 
steam trap, strainer. No cost 
or obligation. Buy only if 
completely satisfied. Advise 
size—%, 42, %4 or 1”—and use. 


the 


Support 


AMERICAN MENTAL HEALTH 


FOUNDATION, Inc. 


Sarco Co., Inc., 635 Madison 


[Ave., New York 22, N. Y. 


3. Only 3 simple, rugged 
2242-F 


parts (not assemblies) .. . 


SARCO Q D saint STEAM TRAP 


THE MODERN TRAP THAT IS MAKING STEAM TRAPPING HISTORY! 


for absorbing the shock wave caused 
by water hammer is air. Air is most 
compressible; it shrinks under the im- 
pact of the water and then expands 
as the hammer subsides. 
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Drain 


Elevation of low pressure line 





151 Central Park West 
New York 23, N. Y. 


Pioneers in Mental Health and Psychotherapy 
since 1924 








For years a short length of pipe 
installed in a vertical position at the 
top of a water supply to a fixture and 
then capped has served to dampen 
out water hammer. When the piping 


is installed, this length of pipe fills 
with air, and since it is the highest 
point in that supply line the air col- 
lects in it to form an air chamber. 
There are, of course, many manufac- 


chamber 


Entrapped air —~ 


Water discharging 
freely at outlet os 
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L Water branch line \— water at rest 
DETAIL A 


Air 
chamber 
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Water branch line 





DETAIL 8 Arrows indicate lines 
of force or pressure 





Drip pockets and drains permit draining off water slugs to 
cure banging in steam lines 
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Air chambers are an effective medium for reducing water 
hammer in lines because air is compressible 
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tured water hammer arrestors now available on the market. 

There are several other causes of water hammer, too. They 
run in about this order of frequency: (1) too high a water 
pressure for the service needs, (2) too small a piping 


(which, in effect, creates too high a pressure), and (3) | 


improperly installed piping. 


The pressure problem is wrapped up so much with the | 


design or quantity needs of the equipment working off the 


pipe lines that its late correction requires special equipment | 


in the form of pressure regulators. 

Properly installed piping is pitched or sloped to promote 
drainage. This holds especially true for drain lines. Check 
the pipe hangers or supports for the pipe lines. There may 
be sagging or local low spots. Sagging can be eliminated 
with a wide variety of pipe hanger designs which are com- 
mercially available. 


D. Valve leaks. A leak in a valve can often be remedied | 
simply and quickly, if caughi in time. Steam leaks are re- | 
paired by slight tightening of the packing nut or gland. | 
Bonnet and flange leaks frequently come about from bolts | 


loosening under service strain. If tightening the joints does 

not stop the leak, then a new gasket probably will. 
Wear and tear on the stem packing of a valve is an ex- 

pected thing since it is subject to the movement of the valve 


stem every time the valve opens or closes. A few drops of oil | 


on the stem reduces this rubbing wear and prolongs the 
packing life. 

Stuffing-box leaks usually respond to a gradual pulling up 
of the packing nui. This is evened out all around the valve 
so the pressure is the same all around the stem. OD) 





Pre-charged 
bellows 
type 


Bellows 
type 


4 5 
Insert Diaphragm 
type type 


Commercial water hammer arrestors are also 
available in a variety of shapes and sizes 


Copper 
coils 














Valves may be subject to bonnet, 
stem or flange leaks which can be re- 
paired easily if caught in time 
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«MORE THAN 4,000 LAUNDRIES* 


USE 
INVERSAND ZEOLITE 
WATER SOFTENERS! 


Over 200 sizes—one for every flow 
and capacity 


Manual or automatic operation 
Single or multiple units 


Your selection of six different 
zeolites 


@ Unequalled field service 


@ Prices and terms to suit most budgets 


* Suitable for both commercial and in- 
stitutional laundries. Send for Bulletins 
giving full details—or ask to have Rep- 
resentative call without obligation. Spe- 
cialists for 50 years in the economical 
over-hauling, rebuilding, and moderniz- 
ing of all makes of water softeners. 
Sem e eee eee ee eee 


HUNGERFORD & TERRY, INC. 
ee CLAYTON S.No. 








From the 


ALLIED TRADES 











Within hours after arriving 
in New York by chartered 
plane from England, a group 
of British laundrymen were 
busy inspecting a typical Amer- 
ican drive-in operation—Stan’s 
Drive-In, Cambria Heights, 
N. Y. 

The visitors were 
Pan-Tex Manufacturing Corpo- 
ration representatives while 
stopping over in New York en 
route to the recent Laundry 
Dry Cleaning Trade Exhibit at 
Toronto, Ont., Canada. During 


guests of 


their first afternoon in the 
United States, members of the 
charter group also inspected a 
coin-operated laundry across 
the street from the drive-in. 

Shown during their tour of 
the drive-in plant are, left to 
right: A. G. Phippen; J. H. 
James; Mrs. H. Wilkinson; Mr. 
Wilkinson; Stan Kleinfeld, own- 
er of Stan’s Drive-In; C. E. 
Fredette, vice-president of Pan- 
Tex; F. Lister; P. A. Lock; 
J. F. Edmonds; Mrs. Edmonds; 
F. A. Reynolds. 


Stroz Advances at Strong, Carlisle & Hammond 


JOSEPH P. STROZ 


Joseph P. Stroz has been ap- 
pointed chief engineer of 
Strong, Carlisle & Hammond, 
division of White Sewing Ma- 
chine Corporation, Conneaut, 
Ohio. 

Mr. Stroz attended West Vir- 
ginia Wesleyan College and re- 
ceived his engineering degree 
from Stevens Institute of Tech- 
nology. He has been associated 
with the Special Products Di- 
vision of the company for the 
past 18 months. 

As chief engineer, Mr. Stroz 
will be responsible for the de- 
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sign and development of new 
and improved products. His 
position is newly created as 
part of a general product diver- 
sification program. 


Pan-Tex Revises Name, 
Trademark 


Pan-Tex Manufacturing Cor- 
poration, Pawtucket, R. I., has 
adopted “Pan-Tex” as the offi- 
cial spelling of its name and 
introduced a new trademark, it 
has been announced. 

The change in spelling of the 
name from Pantex is “a move 
to more accurately convey the 
broad, basic industry coverage 
of the Pan-Tex lines of busi- 
ness,” the company explained. 

The new trademark incorpo- 
rates “Cleans — Finishes All 
Fabrics” to carry out the Pan- 
Tex theme. Both changes are 
effective immediately. 


Fast-Service Offer 


La France Dye House is of- 
fering one-week delivery service 
anywhere in the United States 
on all leather and suede clean- 
ing and refinishing orders. The 
company explains that faster 
service is possible this year be- 


cause of new equipment, im- 
proved methods and expanded 
facilities. 

In addition to leather and 
suede restoration, La France 
has expanded its wholesale dye- 
ing and refinishing service to 
include garments of all fabrics, 
draperies and rugs. The French 
Tex process, developed by La 
France, is offered for revitali- 
zation of fabrics, and a com- 
plete repair service is also 
available. 

For a descriptive folder and 
complete information, write La 
France Dye House, 7606 Car- 
negie Ave., Cleveland 3, Ohio. 


American Laundry Wins 
Art Award 


Awards of merit for adver- 
tising design were presented re- 
cently to The American Laun- 
dry Machinery Company, Cin- 
cinnati, Ohio, by the Art Di- 
rectors Club of Cincinnati. 

The awards, won in the 
club’s eighth Annual Exhibition 
of Advertising and Editorial 
Art, were given for three ad- 
vertisements on American’s new 
Dyna-Pak laundry press and a 
rug cleaning equipment adver- 
tisement. Another award of 
merit for original artwork used 
in preparation of a_film-slide 
presentation was given’ to 
American Laundry’s subsidiary, 
American Cleaners Equipment 
Co. 

The two 


entries of these 


companies were among the 178 
selected out of 700 for showing 
at the Cincinnati Art Museum. 


Fluff ’n Puff Names Skaats 


LOREN SKAATS 


Loren Skaats has been ap- 
pointed national sales manager 
of the Fluff ’n Puff Pillow Serv- 
ice of America, it has been an- 
nounced by Joel Green, presi- 
dent. 

Mr. Skaats began his business 
career as an electronic engineer. 
After several years in the armed 
forces he pioneered in the self- 
service laundry business in In- 
diana, operating his own estab- 
lishment. 

Under his direction a 
program of merchandising aids 
for laundry and drycleaning 
operators is being activated. 


new 


SLRA Votes To Reduce Entrance Fee 


In an effort to create greater 
interest in membership, the 
Suede and Leather Refinishers 
of America has voted to reduce 
the entrance fee to new mem- 
bers for a limited time. 

The association has always 
had a substantial initiation fee, 
which, it is felt, may have been 
a deterrent to qualified plants. 


To see if this has been so, 
SLRA is now offering new 
members who qualify for admis- 
sion an initiation fee of only 
one month’s dues—about $10 
for a minimum-sized plant. 

Plants desiring detailed infor- 
mation should contact Allan J. 
Copeland, 75 E. Wacker Dr., 
Chicago 1, Il. 


Beach Salesmen Win Bermuda Cruise 


An all-expense Bermuda 
cruise was the prize won by 
salesmen of Beach Soap Com- 
pany, Lawrence, Mass., for ex- 
ceeding their sales quotas in a 
recent contest. 

Winners and their wives who 
enjoyed the week-long cruise 
on the Queen of Bermuda are, 
left to right, back row: Carl C. 


Muller, Dana Jones, Earl Jones, 
Lloyd T. Howells, Edward C. 
Regan, Emil M. Kern, Murray 
Hamel, John H. Schulthess, Jr. 
Front row: Edward M. Hooper, 
Mrs. Muller, Mrs. Dana Jones, 
Mrs. Earl Jones, Mrs. Howells, 
Mrs. Regan, Mrs. Kern, Mrs. 
Schulthess, and Charles L. 
Amateis. 
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CLINTON 
5-L sTARCH 


brings in the 


bundle along with 
his shirts 


(Brings you FerAcSHooTH 


results at lower cost) 


Starch shirts right, and they 
stimulate extra business. ‘‘Right”’ 
means with Clinton 5-L... the 
thrifty all-purpose starch for shirts, 
linens, aprons, wash dresses and 
other family bundle work. Clinton 
5-L needs no costly additives. Just 
vary its concentration. This gives 
you a petal-smooth finish and correct 
body over a wide range of fabrics. 
Yet, Clinton 5-L costs less to buy— 
less to use. It’s so carefully 
formulated every batch is uniformly 
excellent, waste-free. Cooks in 10 
minutes after bringing to a rolling 
boil. Never builds up on presses or 
flatwork ironers, either. For fast, 
efficient family bundle production, 
nothing beats Clinton 5-L Starch. 
Try a sample on us. 


MAY WE HELP? Our Technical 
Service Division will gladly advise 
on specific problems. Just write. 


CLINTON PROCESSING CO., CLINTON, IOWA 
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NEW PRODUCTS AND LITERATURE 


Continued from page 7 


rubber marker that is quickly 
recognized, and pin is 
permanently embossed with the 
lot number. 

The standard Lot-Master has 
seven arms with eight pins to 


Cac h 


the arm. Further information is 
available from The Key-Tag 
Checking Systems Co., 6509 
Hough Ave., Cleveland 3, Ohio. 


Coin Counter-Sorter 


A fully automatic combina- 
tion coin counter and sorter has 
been announced by Standard 
Change-Makers, Inc. 

The portable, light (27 
pounds) machine counts and 
sorts 15,000 coins per hour, han- 
dling pennies, nickels, dimes 
and quarters. Fifty-cent pieces 
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remain in the hopper. Separate 
sorting and counting operations 
provide an automatic check of 
the total. 

With the exception of the 
motor, the new counter-sorter 
model has only two moving 
parts, Its dimensions are: width, 
18 inches; height, 13 inches; 
and depth, 9 inche 

The maker says the unit is as 
attractive as it is functional, 
with Hammerloid brown finish 
and sturdy carrying case with 
leather counter-balanced han- 
dle. It operates on 110 volt a.c., 
60-cycle current. With an in- 
verter it can even be used in a 
car. 

For further information write 
to Standard Change-Makers, 
Inc., 422 E. New York St., In- 


dianapolis 2, Ind. 


Windowed Garment Bag 

A paper garment bag with a 
full-length side “window” has 
been developed and manufac- 
tured by Moser Bag and Paper 
Co. 

According to T. W. Welles, 
general manager, paper bag 
porosity and crispness do not 


keeps them smiling -and 
coming back for more! 


Your customers may not know why you turn out a better job, but 
one of the big answers is Jomac 54. On your body presses and 
collar-and-cuff machines, its long-wearing loop-pile fabric gives free 
passage to steam and hot air. That, plus its scorch resistance, 
absorbency and resilience, means an outstanding job—one to bring 
customers back time after time. 

Users report that Jomac 54 cuts downtime 75%... reduces press 
padding costs from 25 to 40%. Tnere are no broken buttons, no 
crow's-feet, no wrinkles. No wonder smart laundry operators swear 
by it! Get Jomac 54 Press Padding from your nearest laundry dis- 
tributor. Write for his name and address. Jomac, Inc., Dept. I, 
Philadelphia 38, Pa. 


24-K Press Padding and Jomac 33 also available 
BUTTONS 


= KW 
NO BROKEN 
NO CROW'S-FEET NO WRINKLES 
yorrac 54 
PRESS PADDING 


cushion of air around the fab- 
rics so clothes won’t wrinkle. 
The full back panel of the bag 
is printable and the manufac- 
turer will duplicate and _ print 
designs, colors, etc., to indi- 
vidual specifications. 

For more information write 
Moser Bag and Paper Co., 3049 
E. 55th St., Cleveland, Ohio. 


have the airtight clinging char- 
acteristics of thin plastic, even 
when moist human. skin in- 
creases static electricity. 


Vic Solvent Reclaimer 


The Model 65 
claimer system (illustrated), 
which pumps muck directly 
from the bottom of the filter, 
has been announced by Vic 
Manufacturing Company. 

The maker points out that 
with the new model the opera- 
tor does not have to open the 


solvent re- 


Offering all the advantages 
of 100-percent paper bags, the 
Safety-Vue also has a perma- 
nently attached 6-inch-wide 
section of clear polyethylene 
extending from shoulder to bot- 
tom about 2 inches in from the 
folded edge of the bag. Gar- 
ments stored in Safety-Vue are 
still identifiable even when 
packed in crowded unlighted 
closets. 

The maker says the breathing 
qualities of the bags keep gar- 
ments fresh and prevent mois- 
ture from collecting to cause 
mildew. The bags permit a 
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further 
will get quickest and most 
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for information 


worthwhile inquiry when 
it’s written on your letter- 
head. Be sure to mention 
STARCHROOM LAUNDRY 
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filter or touch the muck. The 
unit refilters the muck and then 
shoots live steam directly into 
the residue to provide maxi- 
mum cooking action with mini- 
mum water costs. A large clean- 
out at the bottom permits easy 
muck removal, and, according 
to the company, a vapor-tight 
cover eliminates fumes and sol- 
vent loss by evaporation. 

Six other models, one a con- 
version kit (Model 165), each 
with a specific application, and 
several with the separately pa- 
tented Trans-O-Muck Transfer 


Unit built in as an integral part, 
are also offered. The Vic muck 
cookers are covered by U. S. 
patents. 


For more information write 
Vic Manufacturing Co., 1313 
Hawthorne Ave., Minneapolis 
3, Minn. 


Two New Coin Changers 


A coin changer, said to be 
the first manually operated to 
change three coins, has been 
introduced by Standard 
Change-Makers, Inc. The com- 
pany also announces the Stand- 
ard Change Master, a flexible 
automatic coin changer. 

The Standard Multi-Chang- 
er, illustrated, is designed to 
handle large capacity, holding 
up to $300 in change. It can 
be equipped with any of 364 
different combinations of coins, 
tokens and change. The unit 
has an extra heavy-duty steel 
cabinet with double locking de- 
vices for protection against 
vandalism. The maker adds 


that it is easy to install, 
whether on the wall or a stand. 

The Multi-Changer is 19% 
inches high, 2454 inches wide 
and 7 inches deep. It is avail- 
ble in several colors. 

The Change Master is three 
coin changers in one, designed 
with interchangeable units. It 
will accommodate up to $1,100 
in change and can be equipped 
with 56 combinations to change 
50-cent, 25-cent, 10-cent and 
5-cent coins. The unit is 30 
inches high, 30 inches wide and 
934 inches deep. 

For additional information 
write Standard Change-Makers, 
Inc., 422 E. New York St., 


Indianapolis 2, Ind. 


Air Compressor Bulletin 


A 12-page four-color bulle- 
tin, illustrated with photo- 
graphs and cutaways of single- 
and two-stage air compressors, 
is being offered by Le Roi Di- 
vision, Westinghouse Air Brake 
Company. 

The compressors described in 
the booklet range in size from 
% to 15 hp. and available 
pressures are from 80 to 250 
p.s.i. Specifications list c.f.m. 
displacements, pressures, 
weights, dimensions and r.p.m. 
of the various models and sizes. 
A section of the bulletin is de- 





instant-ready-to-use 


RICE - STARCH 


AN EXCLUSIVE PRODUCT 
GUARANTEED TO BE SUPERIOR 


ECONOMY 


Increase finishing production through time 
saved cleaning press heads, sleevers, and ironers 


... less soilage of press and ironer covers. 


SUPERIOR BODY 


Achieve any desired stiffness or size without 
sacrificing pliability. No cracking, blistering, 


razor edges. 


INSTANT READY-TO-USE 


Reduce ironing and pressing times 10 to 15%. 
Quickly and completely soluble in cold water 


... ideal for hand dipping. 
MORE BEAUTIFUL FINISHES 


Finish every garment with that white, soft 


BETTER 
PRODUCTS 
FOR BETTER 
LAUNDERING 


voted to air receiver and auxil- 
iary storage tank specifications 
and dimensions. 

For a copy of Bulletin SG-2 
on the G single-stage, YS sin- 
gle-stage and YC _ two-stage 
compressors, write Le Roi Divi- 
sion, Westinghouse Air Brake 
Company, Milwaukee 1, Wis. 


Model 24 muck cooker and 
still, designed to handle filters 
up to 5,000-gallon capacity, has 
been announced by MAFS Cor- 
poration. 

The maker says the new 
larger unit automatically re- 
turns most of the solvent and 
soap back to the cleaning unit 
before cooking, saving time, 
steam, water, solvent and soap 


QUICK -WAY 


press head cleaner 


KEEPS PRESS HEADS SHINING CLEAN 
AND SMOOTHLY LUBRICATED 


e BETTER PRODUCTION 
End those long delays and costly press shut 
downs for cleaning. QUICK-WAY, in the handy 
aerosol can, is so easy to use. Just press the 


button to release the effective, quick acting foam. 
Then simply wipe the surface clean. 


IMPROVED FINISHING 
Get better looking work with much 


less effort. QUICK-WAY eliminates 
the build-up of starch and grime 
on press heads which ruins the 


quality of work. 
REDUCED COSTS 


You'll find QUICK-WAY is equally 
as effective on hot or cold heads. 


That means, less shut down time 
and less cleaning time. And. . . 
QUICK-WAY costs only two cents 
per press application. 


lustre so pleasing to the eye and to the touch. 


SAVE UP TO 50% 
ON STARCHING OPERATIONS 


eeeeecoeeeeoeeseeeee 


Ask your local jobber fol fel Mol alciam tale liaedes cele ltlarw sel, late feltlatelay industry 
Aurora Manufacturing Corp. * 74 Wythe Ave. * Brooklyn 11, N. Y. 
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This CAN’T happen 
when you KEEP SPARE 


HOSE ON HAND... 


eisHOF Lak PB 
FLEX(BLE de 


NO PACKING...NO LEAKY JOINTS 
B -Frnee 


Your best assurance of Continuous Operation 
AVAILABLE IN SIZES TO FIT ALi MAKES & 
MODELS OF DRYCLEANING & LAUNDRY PRESSES. 

You Wouldn’t Drive 
Without A Spare Tire 


Keep extra sets of hose on hand for every press 


4, 
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Order from your jobber 


BISHOP FREEMAN CoO. 


EVANSTON, 
ILLINOIS 


They said my no-starch shirts were starched 


[ HAD TO FIND A CURE 
| DID: LUMAR FABRIC SOFTENER 


My customers would say: *‘! told you not to starch my shirts."’ | didn't, 


of course, but | had to admit the heat and pressure of finishing made 
them feel starchy. Then | heard about Lumar powdered fabric softener 


and gave it a whirl. That did it. Now my no-starch shirts are not only 
no-starch but feel like it. Moreover | find that Lumar speeds up pro- 


duction right along the line—extracting, drying, finishing, folding. | 
figure Lumar is just like money in the cash register. 


The above experience is typical of Lumar users, There's no reason 
why you shouldn't share it. Lumar is inexpensive—you use only 1/2 oz. 


per hundred weight of dry clothes. Get in touch with your laundry 
supply house—they're real Lumar boosters. 


MARLYN CHEMICAL COMPANY, Lakeview, Ohio 


CAL 


Key to bigger 
family laundry sales 


% 1-DAY SERVICE 
% LOWER LABOR COST 
*% NO ERRORS 


You've read about it. 
It's the answer to 
today’s profit squeeze. 
Get the full story from 
The Key-Tag Checking 
System Co., 6509 Hough 
Ave., Cleveland 3, Ohio 


THE KEY-TAG 


Re 


costs. Automatic solvent level 
control is optional and distilla- 
tion rate can be as high as 70 
gallons per hour. 

For more information write 
MAFS Corp., 53-07 Van Dam 
St., Long Island City 1, N. Y. 


100-110 pounds, is now being 
offered by Washex Machinery 
Corporation. This open-pocket, 
open-end, _reversing-cylinder 
Syntomat easily produces up to 
300 pounds per hour. 

The Syntomat P100 is availa- 


ble for single and two-bath 
cleaning systems. For descrip- 
tive brochure CL-50 write 
Washex Machinery Corporation, 
192 Banker St., Brooklyn 22, 
N. Y. 


Large-Plant Unit 


ra 


New Fur-Sheen Package 


A synthetic drycleaning unit 
for larger cleaning plants, de- 
signed with a load capacity of 





BETTER 
YOUR REQUEST rue CUEANIN 
for further information 
will get quickest and most 
complete attention as a 
worthwhile inquiry when 
it’s written on your letter- 
head. Be sure to mention 
STARCHROOM LAUNDRY 
JOURNAL, 


New packaging for the pre- 
mixed, ready-to-use fur cleaner, 
Fur-Sheen, has been announced 
by Walter Haertel Company. 

Four-coat-size bags of Fur- 
Sheen 
tractive 
the carton. 


are now packed in at- 
white cartons, six to 











Laundrymen Urged to Fight 
Wage-Hour Coverage 


Laundrymen are being urged to see or write their state 
Senators and Congressmen about a new Wage-Hour bill and 
its amendments expected to come up for consideration 
shortly after Congress reconvenes in January. 

Proposals for the new bill would eliminate all exemptions 
for laundry and drycleaning plants, invalidate all state mini- 
mum wage laws, and establish a $1 an hour minimum wage 
rate for all plants with a graduated increase to $1.25 over a 
3-year period for large plants. 


Obituaries 


Thomas J. Brownrigg, 81, last survivor of the original founders 
of Southern Service Co., Ltd., Pomona, California, died on Octo- 
ber 19 in Pasadena. A native of Saginaw, Michigan, Mr. Brown- 
rigg came to California in 1910, He was a past president of the 
California Laundry and Dry Cleaners Association, the Pomona 
Rotary Club, a member of San Diego Elks Lodge 168, and a 
director of the Los Angeles County Fair Association since 1945. 
Surviving are his wife and two daughters. 


Frank Cuneo, of Standard Laundry Company, Jersey City, New 
Jersey, died recently. Mr. Cuneo was a member of the New 
Jersey Laundry and Dry Cleaning Institute. 


Lovis $. Hogan, 35, part owner of Perfection Laundry Com- 


pany, Birmingham, Alabama, died while attending the Alabama- 
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Tennessee football game recently. Mr. Hogan is survived by his 
sister and a brother. 


Carmine Juliano, 77, founder and chairman of the board of 


Lily White Laundry Company, Orange, New Jersey, died at his | 


home recently after a long illness. Mr. Juliano founded the 
concern in 1924. Surviving are his five sons. 


Arthur B. Johnson, 85, retired laundryowner of New Castle, 
Indiana, died recently. He had retired in 1957. Mr. Johnson was 
a Mason and a charter member of the local Kiwanis Club. Sur- 
viving are his wife, a daughter and a son, 


Eugene Edgar Johnson, 76, owner of Nazareth Steam Laundry, 
Easton, Pennsylvania, died recently. He was a member of the 
Knights of Malta. He is survived by four sons and_ three 
daughters. 


Mrs. A. Matthey, co-operator of Dingman’s Ferry (Pennsyl- 
vania) Laundry, died on September 26, She is survived by her 
husband, Al, who operated the establishment with her. 


Lovis G. Picou, 59, owner of Excelsior Steam Laundry, Baton 
Rouge, Louisiana, died recently. He was a member of Council 
1087 of the Knights of Columbus. He is survived by his wife, two 
sons and two daughters. 


Walter E. Roth, 65, vice-president and general manager of 
Davies Laundry Company, Chicago, Illinois, died on November 
15. Mr. Roth was affiliated with Davies Laundry for 36 years 
and operated Adams Laundry under the same management. He 
was a member of the Chicago Laundry Owners Association, Sur- 


Viving are his wife, son and daughter. 


ternational Amphitheatre, 
Chicago, Illinois, February 
24-28, 1960. With exhibit 


Minnesota Institute of 
Laundering and Cleaning 
St. Paul Hotel, St. Paul, Min- 
nesota, January 16-17, 1960 


National Association of Institu- 


Texas Laundry and 
Dry Cleaning Association 
Stephen F. Austin Hotel, Aus- 
tin, Texas, January 21-23, 
1960 


Lovisiana Laundry and 
Cleaners Association 
Bentley Hotel, Alexandria, 
Louisiana, January 29-31, 

1960 


National Institute of 
Rug Cleaning 


Conrad Hilton Hotel, Chicago, 


Illinois, January 30—February 


2, 1960. With exhibit 


New Jersey Laundry and 
Cleaning Institut > 
Essex House, Newark, New 


Jersey, February 6-7, 1960 


National Institute of 
Drycleaning 
Chicago, Illinois, February 

22-23, 1960 


American Institute of 
Laundering 


Conrad Hilton Hotel and In- 
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tional Laundry Managers 


Hotel Sherman, Chicago, IlIli- 
nois, February 25-27, 1960 


New England Linen Supply 
Association 
Hotel Somerset, Boston, Mas- 
sachusetts, March 4-5, 1960 


Massachusetts Laundry 


Owners Association 
Statler Hotel, Boston, Massa- 


chusetts, April 1-2, 1960 


Diaper Service Institute 
of America 
Roosevelt Hotel, New Orleans, 
Louisiana, April 24-27, 1960. 

With exhibit 


Maryland, District of Columbia 
and Virginia 
Laundryowners Association 
Chamberlin Hotel, Old Point 
Comfort, Virginia, May 1-3, 


1960 


Pacific Northwest Launderers 


and Drycleaners Association 
Winthrop Hotel, Tacoma, 


Washington, May 19-21, 1960 


Engineered and Guilt 
Tor UNFAILING PERFORMANCE 
—Thats the Big Difference! 


RUBBER TREADS .. . a wide choice of treads suited to all types 
of floors, including Darnelloprene oil, water and chemical-resist- 
ant treads, make Darnell Casters and Wheels highly adapted to 


rough usage. 

RUST-PROOFED . . . by zinc plating, Darnell Casters give longer, 
care-free life wherever water, steam and corroding chemicals 
are freely used. 

LUBRICATION .. . all swivel and wheel bearings are factory 


packed with a high quality grease that "stands up" under attack 
by heat and water. Zerk fittings are provided for quick grease- 


gun lubrication. 

STRING GUARDS. . . Even though string and ravelings may wind 
around the hub, these string guards insure easy rolling at all 
times 


This free booklet may change 


your thinking about 
CASTERS . WHEELS 


Distributors in 
all principal 
cities. . . 
Consult the 
Yellou Pages. 


DARNELL CORPORATION, Lt. 


DOWNEY LOS ANCELES COUNTY) CALIFORNIA 
37-28 SIXTY-FIRST ST., WOODSIDE 77, L. 1, N. Y¥ 


36 NORTH CLINTON STREET. CHICACO 6. ILLINOIS 





ADDITIONAL MACHINERY SALESMEN: 


JOIN THE LARGEST SINGLE COMPANY IN THE INDUSTRY 
JOIN A STABLE COMPANY “GOING PLACES,” 
SELL THE ACCEPTED PRODUCTS ... ENJOY GOOD COMPENSATION. 


The Prosperity Company’s big expansion program 


requires additional, qualified, 
laundry and ary cleaning machinery salesmen 
in all parts of the country. 


Reply immediately to: 


MR. L. C. BRANDT, Gen. Sales Mgr. 
THE PROSPERITY COMPANY 


DIV. OF WARD INDUSTRIES CORP. 
701 NICHOLS AVENUE 
SYRACUSE, NEW YORK 


See our ad, pages 34-35 
ame a a RR OR AG 1AM A SO ET eR TS SEE IE LOIRE 
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CLASSIFIED DEPARTMENT 





10¢ a word for the first insertion and 8¢ a word for each subsequent, consecutive insertion of the same ad. Advertisements set in capitals 


or bold face type 15¢ a word, first insertion, 10¢ a word for subsequent, consecutive insertions. 


Minimum charge—$2.00 (new or repeat). 


Help Wanted and Situations Wanted ads 5¢ a word for first insertion, 4¢ a word for each subsequent, consecutive 


insertion of same ad. Minimum charge $1.00 (new or repeat). 


Capitals or bold face type—double these rates. 


Ads including full payment must be in our hands by the first of the month. Payment should 
accompany all orders. Add cost of 5 words if answers are to come to a box number to be 
forwarded by us. Rates are net; not commissionable. 


Mail your box number replies to STARCHROOM LAUNDRY JOURNAL, 466 Lexington Ave., New York 17, N. Y. 








MACHINERY FOR SALE 





20” HUEBSCH HANDKERCHIEF IRONERS with fluffers, like new. Talley 
Laundry Machinery Co., Greensboro, N. C. 1267-4 
UNIPRESS TWO-GIRL SHIRT UNIT, rebuilt. Talley Laundry Machinery 
Co., Greensboro, N. C. 1277-4 
3¢ x 30 AMERICAN STAINLESS-STEEL WASHERS, excellent condition. 
Talley Laundry Machinery Co., Greensboro, N. C. 1278-4 
AMERICAN and TROY 5-ROLL 100” IRONERS, ironing goods on both 
sides in single pass. Can be arranged for return feed. CUMMINGS-LAN- 
DAU Laundry Machinery Co., 313 Ten Eyck Street, Brooklyn 6, N. Y. 

6766-4 
WOOD WASHERS REBUILT WITH ALL NEW WOODWORK AND 
EQUAL TO NEW IN EVERY RESPECT. 30 x 30”, 36 x 54”, 42 x 72” and 
44 x 84”. Ready for immediate delivery. CUMMINGS-LANDAU Laundry 
Machinery Co., 313 Ten Eyck Street, Brooklyn 6, N. Y. 6661-4 


8-ROLL 120” AMERICAN and TROY IRONERS, REBUILT IN NEW MA- 
CHINE CONDITION. CUMMINGS-LANDAU Laundry Machinery Co., 313 
Ten Eyck Street, Brooklyn 6, N. Y. 6799-4 
CUMMINGS-LANDAU NOW MAKING QUICK DELIVERIES OF NEW 
ALL-WELDED STAINLESS-STEEL CYLINDERS. REPLACE YOUR WORN 
CYLINDERS WITH CUMMINGS-LANDAU STAINLESS-STEEL CYLINDERS 
WITH OUR PINCH- AND FOOL-PROOF DOORS AND ELIMINATE YOUR 
TEARING COMPLAINTS. CUMMINGS-LANDAU Laundry Machinery Co., 
305 305 Ten Eyck Street, Brooklyn 6, N. Y. 9706-4 
TROY and AMERICAN LATE-TYPE 6-ROLL 120” STREAMLINED FLAT- 
WORK IRONERS. READY FOR IMMEDIATE DELIVERY. CUMMINGS- 
LANDAU Laundry Machinery Co., 313 Ten Eyck Street, Brooklyn 6, N. Y. 

6618-4 
AMERICAN 4-ROLL 100” and 120” STANDARD FLATWORK IRONERS. 
COMPLETE WITH VARIABLE-SPEED MOTORS. NEW MACHINE GUAR- 
ANTEE. CUMMINGS-LANDAU Laundry Machinery Co., Brooklyn 6, 
N.Y. 9318-4 
48 x 126” AMERICAN MAMMOTH CASCADE WASHERS WITH NEW 
ELECTRICAL EQUIPMENT AND NEW 3:-, 6-, or 9-COMPARTMENT 
STAINLESS-STEEL CYLINDERS. CUMMINGS-LANDAU Laundry Machin- 
ery Co., 313 Ten Eyck Street, Brooklyn 6, N. Y. 9368-4 
40” AMERICAN OPEN TOP EXTRACTORS WITH AUTOMATIC BRAKE 
RELEASE. 40’ HOFFMAN EXTRACTOR WITH EXPLOSION PROOF MO- 
TOR. CUMMINGS-LANDAU Laundry Machinery Co., 305 Ten Eyck St., 
Brooklyn 6, N. Y. 598-4 
MONEL METAL WASHERS. AMERICAN ‘CASCADE, 1 COMPARTMENT, 
1 DOOR, MOTOR-DRIVEN, 30 x 48”, 30 x 30”, 24 x 36”, 24 x 24”, RE- 
BUILT LIKE NEW. CUMMINGS-LANDAU Laundry Machinery Co., 305 
Ten Eyck St., Brooklyn 6, N. Y. 693-4 
60” AMERICAN ZEPHYR, HOFFMAN AMICO AND TOLHURST CENTER 
SLUNG OPEN TOP EXTRACTORS WITH COPPER AND STAINLESS STEEL 
BASKETS. CUMMINGS-LANDAU Laundry Machinery Co., 305 Ten Eyck 
St., Brooklyn 6, N. Y, 600-4 
48” VIERSEN HIGH-SPEED and 48” TOLHURST, DIRECT MOTOR- 
DRIVEN EXTRACTORS. Ready for immediate delivery. CUMMINGS- 
LANDAU LAUNDRY MACHINERY CO., 313 Ten Eyck Street, Brooklyn 
6, N. Y. 4855-4 
24 x 120” RETURN-FEED SUPER IRONER, MOTOR-DRIVEN. PRICED 
RIGHT. CUMMINGS-LANDAU Laundry Machinery Co., 313 Ten Eyck 
St., Brooklyn 6, N. Y. 9725-4 
AMERICAN and TROY 26” and 28” EXTRACTORS, BELT or MOTOR 
DRIVEN WITH NEW ELECTRICAL EQUIPMENT. READY FOR PROMPT 
DELIVERY. CUMMINGS-LANDAU — Machinery Co., 313 Ten Eyck 
Street, Brooklyn 6, N. Y. 6868-4 
HUEBSCH 25” COMBINATION HANDKERCHIEF AND NAPKIN IRONERS 
COMPLETE WITH FLUFFER AND TABLE, 4 CISSELL MASTER HOSIERY 
DRYERS, LIKE NEW. CUMMINGS-LANDAU Laundry Machinery Co., 
305 Ten Eyck Street, Brooklyn 6, N. Y. 9943-4 
MODEL 75, AMERICAN VACUUM STILL, COMPLETE WITH MOTOR. 
DRIVEN PUMP. 6—NATIONAL HAND AND POWER MARKING MA- 
CHINES. CUMMINGS-LANDAU Laundry Machinery Co., 305 Ten Eyck 
St., Brooklyn 6, N. Y. 984-4 
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AMERICAN 120”, 12-ROLL IRONER, THOROUGHLY REBUILT; IN NEW 
MACHINE CONDITION. READY FOR IMMEDIATE DELIVERY. CUM- 
MINGS-LANDAU Laundry Maclinery Co., 305 Ten Eyck St., Brooklyn 6, 
N. ¥. 647-4 


4s” HOFFMAN AMICO, FLETCHER WHIRLWIND and AMERICAN OPEN- 
TOP MOTOR-DRIVEN EXTRACTORS. READY FOR PROMPT DELIVERY. 
CUMMINGS-LANDAU Laundry Machinery Co., 313 Ten Eyck Street, 
Brooklyn 6 N. ¥. 6983-4 


Five 42 x 84” AMERICAN | MASTER “CASCADE DOUBLE END-DRIVEN 
MONEL WASHERS with 2-compartment, 2-door cylinders. IN EXCELLENT 
CONDITION. SOME EQUIPPED WITH NEW MOTORS and CONTROLS. 


CUMMINGS-LANDAU Laundry Machinery Co., 313 Ten Eyck Street, 


ee a 6, N. Y. 6910-4 








2-ROLL “100”, “110” and 120” AMERICAN AND CL RETURN: FEED IRON- 
ERS. MECHANICALLY EQUAL TO NEW. CUMMINGS-LANDAU Laun- 


dry Machinery Co., 305 Ten Eyck St., Brooklyn 6, N. Y. 735-4 


PROSPERITY POWER CIRCLE 2 GIRL SHIRT UNIT CONSISTING OF THE 
FOLLOWING PRESSES:—COLLAR AND CUFF, BOSOM, YOKE AND 
TWO LAY SLEEVE PRESS. CUMMINGS-LANDAU Laundry Machinery 
Co., 305 Ten Eyck St., Brooklyn am Y. 9942-4 


PROSPERITY LATEST ‘TYPE SPORT SHIRT UNIT, complete with TUMBLER 
AND DRYSET VACUUM UNIT. Used less than one year. Equal to new 
in every respect. Cummings-Landau Laundry Machinery Co., 305 Ten 
Byck St., R., Beockiys 6, N. Y. 1537-4 


heeitinn and Hoffman *140F ‘aeieninn units, complete in every re- 
spect. New-machine condition, at considerable saving over new-equip- 
ment price. Cummings-Landau Laundry Machinery Co., 305 ‘Ten Eyck 
Street, , Brooklyn 6... YF. 1538-4 


ASHER ironers 48 x 120, 32 x 120. Rebuilt, big stock, terms. Baehr Laun- 
pil Machine Company, 29 Calumet Street, Newark 5, N. J. 2240-4 


AMERICAN IRONER, 2-roll 100”, rebuilt in A-1 condition. 
LAUNDRY MACHINERY COMPANY, Greensboro, N. C. 


TALLEY 
1804-4 


Five TROY 48” open-top extractors at a bargain price. TALLEY LAUN- 
DRY MACHINERY COMPANY, Greensboro, N, C. 1806-4 


TALLEY LAUNDRY 


PROSPERITY and AJAX air-driven utility presses. 
1808-4 


MACHINERY COMPANY, Greensboro, N. C. 


42 x 84 and 42 x 96 AMERICAN and HOFFMAN rebuilt washers—in ex- 
callent aM chape, TALLEY LAUNDRY MACHINERY COMPANY, Greensboro, 
N. 


1811-4 


AMERICAN MASTER CASCADE, DOUBLE-END-DRIVEN, CONVERTED 
TO SILENT CHAIN DRIVE AND ‘’V"’ BELT DRIVE AT MOTOR, 44 x 96”, 
44 x 108”, 44 x 120” MONEL METAL WASHERS with 3 and 4 pockets. 
CUMMINGS-LANDAU, 313 Ten Eyck St., Brooklyn 6, N. Y. 1726-4 


AMERICAN STREAMLINED 6-ROLL IRONER, WITH HAMILTON SPRING 
PADDED ROLLS AND VACUUM DEVICE, IN NEW MACHINE CONDI- 


TION, CUMMINGS-LANDAU, 313 Ten Eyck St., Brooklyn 6, N, Y, 1729-4 


TAL- 


PROSPERITY 51” wearing apparel presses. Power Circle, rebuilt. 
1803-4 


LEY LAUNDRY MACHINERY COMPANY, Greensboro, N. C. 


AMERICAN, TROY AND SMITH-DRUM MONEL METAL WASHERS. 
MOTOR-DRIVEN, 42 x 96” 2-POCKET and 3-POCKET; 42 x 72” & 
POCKET. CUMMINGS-LANDAU, 313 Ten Eyck St., Brooklyn 6, N. Y. 

1730-4 


PURKETT 72” HEATED CONDITIONING TUMBLER, COMPLETE WITH 
CONVEYOR. IN EXCELLENT OPERATING CONDITION. CUMMINGS. 
LANDAU, 313 Ten Eyck St., Brooklyn 6, N. Y. 1731-4 


STARCH COOKERS, 15, 25, 50 GALLON, COPPER AND MONEL. PRAC- 


TICALLY NEW. CUMMINGS-LANDAU, 305 Ten Eyck Street, Brooklyn 6, 
N. Y. 2113-4 











MACHINERY FOR SALE (Cont'd) 





6—AMERICAN SUPER-ZARMO DUCK COAT PRESSES; 4 AMERICAN 
FOLDMASTERS, EITHER FOR 7” or 8” FOLD. CUMMINGS-LANDAU, 
$13 Ten Eyck St., Brooklyn 6, N. Y. 1733-4 


UNIPRESS CABINET SHIRT UNIT, CONSISTING OF: CABINET BOSOM, 
CABINET SLEEVER, SPECIAL YOKE PRESS AND AUTOMATIC FOLD- 
ING TABLE. EQUAL TO NEW IN EVERY RESPECT. CUMMINGS-LANDAU 
LAUNDRY MACHINERY CO., 305 TEN EYCK ST., Brooklyn 6, N. Y. 

1739-4 





36 x 30 HUEBSCH GAS-FIRED TUMBLERS, like new. Talley Laundry Ma- 
chinery Co., Greensborc, N. C. 1279-4 


HOFFMAN X MODEL PRESSES, factory rebuilt. Talley Laundry Machin- 
ery Co., Greensboro, N. C. 1280-4 


40” and 48” AMERICAN al! stainless-steel] open-top extractors—perfect 
shape. TALLEY LAUNDRY MACHINERY COMPANY, Greensboro, N. C. 
1802-4 


ONE—AMERICAN FULLY AUTOMATIC WASHWHEEL FORMULA CON- 
TROL MODEL 050M. CUMMINGS-LANDAU Laundry Machinery Co., 305 
Ten Eyck Street, Brocklyn 6, N. Y. 1900-4 


CALL! WRITE! WIRE! ‘‘DON’T DILLY-DALLY, CALL TALLEY."' We 
have a complete stock of late model rebuilt laundry and drycleaning 
machinery. Low terms to suit you! TALLEY LAUNDRY MACHINERY Co., 
GREENSBORO, N. C. 2052-4 


PROSPERITY CABINET SLEEVE®S—late models. TALLEY LAUNDRY MA- 
CHINERY, GREENSBORO, WM. C. 2053-4 


arrived. 
2054-4 


PROSPERITY 200 AUTOMATIC OPEN-END WASHERS—Jus: 
TALLEY LAUNDRY MACHINERY, GREENSBORO, N.C . 


PROSPERITY 8-ROLL x 132” IRONER—excellent shape. TALLEY LAUN- 
DRY MACHINERY, GREENSBORO, N. C. 2057-4 


PROSPERITY TWO-GIRL SHIRT UNITS, rebuilt and guaranteed. TALLEY 
LAUNDRY MACHINERY, GREENSBORO, N. C. 2058-4 


20” HUEBSCH HANDKERCHIEF IRONERS with fluffers, like new. TAL- 


LEY LAUNDRY MACHINERY, GREENSBORO, N. C. 2059-4 


Six-roll 120” AMERICAN and TROY rebuilt ironers. TALLEY LAUNDRY 
MACHINERY, GREENSBORO, N. C. 2063-4 


PROSPERITY 51” wearing apparel presses. Power Circle, rebuilt. TALLEY 
LAUNDRY MACHINERY, GREENSBORO, N. C. 2065-4 


36 x 30 HUEBSCH GAS-FIRED TUMBLERS, like new. TALLEY LAUNDRY 
MACHINERY, GREENSBORO, N. C. 2066-4 


HCFFMAN X MODEL PRESSES, factory rebuilt. TALLEY LAUNDRY MA- 
CHINERY, GREENSBORO, N. C. 2067-4 


40” and 48” AMERICAN all stainless-steel open-top extractors—perfect 
shape, TALLEY LAUNDRY MACHINERY, GREENSBORO, N. C. 2068-4 


1—AMERICAN CLASS 121, 5-lane Strackrite stacker. Mecharically equal 
to new. CUMMINGS-LANDAU Laundry Machinery Co., 3(5 Ten Eyck 
St. Brooklyn 6, N. Y 2097-4 


26”, 28”, 30”, EXTRA DEEP AMERICAN, FLETCHER, PELLERIN, TROY 
EXTRACTORS. Motor-driven. Some with NEW electrical equipment. Cop- 
READY FOR PROMPT DELIVERY. CUM- 
2108-4 


per or stainless-steel baskets. 


MINGS-LANDAU, 305 Ten Eyck Street, Brooklyn 6, N. Y. 


16 x 100” AMERICAN 41210 RETURN-FEED FLATWORK IRONERS. 
MOTOR-DRIVEN. PROSPERITY POWER CIRCLE AND AMERICAN SUPER 
ZARMO 51” TAPERED PRESSES. VERY REASONABLY PRICED. CUM- 
MINGS-LANDAU, 305 Ten Eyck Street, Brooklyn 6, N. Y. 2109-4 


40” AMERICAN, TOLHURST, TROY DIRECT MOTOR-DRIVEN EXTRAC- 
TORS. CUMMINGS-LANDAU, 305 Ten Eyck Street, Brooklyn 6, N. Y. 
2110-4 


74 


54 x 120” C/L REBUILT MONEL MFTAL WASHER, NEW DOUBLE END 
ROLLER CHAIN DRIVE, NEW C/L '} VERTITE DOORS, DIRECT MOTOR- 
DRIVEN THRU ‘’V"’ BELT, EQUAL TO NEW IN EVERY RESPECT. CUM- 
MINGS-LANDAU, 305 Ten Eyck Street, Brooklyn 6, N. Y. 2111-4 


CABINET SLEEVERS, PROSPERITY AND AMERICAN WITH MEASURING 
DEVICE. READY FOR PROMPT DELIVERY. CUMMINGS-LANDAU, 305 
Ten Eyck Street, Brooklyn 6, N. Y. 2112-4 


All metal bundle trucks, with rubber castings in A-1 condition. Size: 
63” long, 56” high, 16” deep. $35.00 each. ADDRESS: Box 2084, 
STARCHROOM LAUNDRY JOURNAL. - 


AMERICAN FORMATIC DUCK COAT UNIT COMPLETE. IN EXCELLENT 
CONDITION. Used about year and half. CUMMINGS-LANDAU, 305 Ten 
Eyck Street, Brooklyn 6, N. Y. 1909-4 


5 NATIONAL FANTOM FAST MARKING MACHINES AND 5 LISTING 


MACHINES. CUMMINGS-LANDAU, 305 Ten Eyck Street, Brooklyn 6, 
| i & 2116-4 


One—rebuilt 36 x 64 inch American Laundry Norwood Cascade washer, 
150 pounds dry capacity, 3-phase 60 cycle motors, brass plumbimg and 
valves, can be seen any time, F.O.B. Alderson, W. Va., $1,025. Nash 
Special Machine Co., Alderson, W. Va. 2135-4 


Two—42 x 84” ELLIS two-pocket UNLOADING WASHERS; One—42 x 54” 
AMERICAN two-pocket UNLOADING WASHER. Two—50” ELLIS Notrux 
extractor. One—PURKETT 72” hot shake-out tumbler with conveyor. 
One—AMERICAN small-piece folder. CHICAGO USED & NEW LAUN- 
DRY EQUIPMENT CO., INC., 3128 West Lake Street, Chicago 12, Illinois. 
NEvada 8-7764. 2136-4 


One—SUPER 2-roll 120” chest-type steam-heated return ironer—factory 
rebuilt. One—Used 8-roll 120” chest-type ironer. SUPER LAUNDRY 
MACHINERY COMPANY, 1113 West Cornelia Avenue, Chicago 13, 
Illinois. 2137-4 


One National conveyor complete with belt 72 feet long $1,500. White 
Memorial Hospital, 1720 Brooklyn Avenue, Los Angeles 33, California. 
2138-4 


WE INSTALL REBUILT CYLINDER-TYPE IRONERS TO YOUR FOUR OR 
SIX ROLL IRONERS—DO FLATWORK AT A TERRIFIC SAVING IN PRO- 
DUCTIVE PAYROLL AND CLAIMS—NO GO-BACKS—PILLOWCASES— 
CONTOUR SHEETS—SPREADS—DONE IN ONE PASS—WRITE OR 
PHONE: BIEL’'S MACHINERY CO., 25-27 WEST 23RD STREET, BAY- 
ONNE, N. J., FEderal 9-6161. LAUNDRY MACHINERY BOUGHT AND 
SOLD. 2166-4 


25 and 35 LB. PROSPERITY OPEN-END WASHERS. ALL SIZES MONEL 
WASHERS. BIEL’'S MACHINERY CO., 25-27 WEST 23RD STREET, BAY- 
ONNE, N. J., FEderal 9-6161. 2167-4 


40 LB. HOYT SYNTHO SOLVENT SAVER. AMERICAN FORMATIC SHIRT 
FORM—FOUR YEARS OLD. 48-INCH OPEN-TOP EXTRACTOR. BIEL’S 
MACHINERY CO., 25-27 WEST 23RD STREET, BAYONNE, N. J., FEderal 
9-6161. 2170-4 


Unipress and Prosperity cabinet sleevers—late models. ADDRESS: Box 
2174, STARCHROOM LAUNDRY JOURNAL. -4 


Like new ‘‘Prospertrol.’’ Fully automatic washwheel controls. Govern- 
ment cost $2,675—while they last $285 each. You can’t afford to let this 
bargain go. Call or write: Talley Laundry Machinery Co., Greensboro, 
N. C. 2175-4 


Just arrived! A number of 42 x 72 American and Hoffman washers in 
A-1 condition. Excellent buys! Talley Laundry Machinery Co., Greens- 
boro, N. C. 2176-4 


Like 


new. 
2177-4 


Air-driven New Yorker mushroom drycleaning presses. 


Cheap! Talley Laundry Machinery Co., Greensboro, N. C. 


STARCHROOM LAUNDRY JOURNAL 














MACHINERY FOR SALE (Cont'd) 


PANTEX, HOFFMAN MODEL X AND PROSPERITY MODEL EZD AIR- 
OPERATED DRYCLEANING PRESSES. THOROUGHLY REBUILT. CUM- 
MINGS-LANDAU Laundry Machinery Co., 305 Ten Eyck St., Brooklyn 
6, N. Y. 2178 





WILLIAMS LAUNDRY MACHINERY CO.—AlIl sizes and types of laundry 
and drycleaning equipment; WASHERS, EXTRACTORS, TUMBLERS, 
FLATWORK IRONERS, etc. Items available too numerous to mention. 
Can satisfy all machinery needs at BARGAIN PRICES. We are in a posi- 
tion to furnish parts for all makes and models of equipment available. 
For further information CALL STillwell 6-6666 or write WILLIAMS 
LAUNDRY MACHINERY CO., INC., 37-37 9th Street, Long Island City 
Te A a 2183-4 





NATIONAL HAND AND POWER MARKERS, ALSO ALL TYPES OF 
LAUNDRY SCALES. BIEL’‘S MACHINERY CO., 25-27 WEST 23 STREET, 
BAYONNE, N. J. FEderal 9-6161. 2191-4 





two utility 
2192-4 


For sale: Used triplehead, bosom, yoker, folding table, 
presses. Branson Laundry, 117 W. Atlantic, Branson, Mo. 





NOTICE OF PUBLIC AUCTION —LAUNDRY AND DRYCLEANING 
EQUIPMENT—132 items—Value $400,000. DETAILS: California Division 
of Highways, 4075 Taylor Street, San Diego 12, California. 2196-4 








MACHINERY WANTED 


WANTED--SAGER A SPREADERS. Montecito Manufacturing Co., 702 E. 
Montecito St., P. O. Box 150, Santa Barbara, Calif. 2098-3 





ALL TYPES OF LAUNDRY MACHINERY WANTED—HIGHEST PRICES 
PAID. ADDRESS: Box 2168, STARCHROOM LAUNDRY JOURNAL. 3 





Wanted, used, in good condition, 1 American Foldmaster Model 127 or 
1 small piece Hydrafolder. ADDRESS: Box 2190, STARCHROOM LAUN- 
DRY JOURNAL. -3 








SITUATIONS WANTED 


Laundry—industrial, domestic, and drycleaning manager. Completely 
experienced and capable of handling all phases of laundry operations, 
including sales and office. 20 years experience. ADDRESS: Box 2122, 
STARCHROOM LAUNDRY JOURNAL. 5 





Laundry executive desires to make change for advancement to a top 
position in a multi-plant operation in linen supply, institutional or in- 
dustrial laundries. 20 years experience in all phases of laundry manage- 
ment—eight years in management of multi-plant operation. One year 
training at A.I.L. industrial engineer. Chicago office preferred. AD- 
DRESS: Box 2160, STARCHROOM LAUNDRY JOURNAL. 5 





Man—15 years experience laundry and drycleaning desires position, 
A. I. L. graduate. Prefer Northeast. ADDRESS: Box 2193, STARCHROOM 
LAUNDRY JOURNAL. 2193-5 





MINT, the only licensed and bonded employment agency specializing in 
the placement of personnel in the LAUNDRY and DRYCLEANING in- 
dustry exclusively, IS now expanding its services nationally. At the 
head of this organization is Mr. A. B. Mintz, BS, MBA, who has been 
general manager, plant manager and chief industrial engineer with some 
of the largest plants in the East. THERE IS NO CHARGE TO EMPLOYERS 
for our services. If you need managers, superintendents, routemen, en- 
gineers or foremen, list your requirements with MINT PERSONNEL 
SPECIALISTS, 111 West 42nd Street, New York 36, N. Y. LOngacre 
3-0820 2197-5 





Laundry manager desires change for personal reasons, over 20 years ex 
perience in all phases of operation. Some drycleaning experience. Age 
42, good record. Laundry school graduate. ADDRESS: Box 2198, 
STARCHROOM LAUNDRY JOURNAL. 5 


ASSISTANT SALES MANAGER: Have worked as supervisor for six years 
and sales driver four years. Desire position in sales. Well qualified. Will 
work into position. ADDRESS: Box 2199, STARCHROOM LAUNDRY 
JOURNAL. 5 


SALES MANAGER: Desire position in plant with small sales force. Ex- 
ecutive and sales experience. ADDRESS: Box 2200, STARCHROOM 
LAUNDRY JOURNAL. 5 
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SALES OPPORTUNITIES 


“™ | WYANDOTTE 
CHEMICALS 


Wyandotte Chemicals Corporation, a leading manu- 
facturer of laundry washroom supplies, has excellent 
openings for SALES-SERVICE TRAINEES. These 
positions are located in a number of metropolitan 


areas throughout the country. 


Interested applicants must be thoroughly acquainted 
with laundry washroom procedures and qualified to 
demonstrate washroom products. Personality, appear- 
ance, sales aggressiveness and practical experience in 
laundry production are required. 


Opportunity for advancement with growing organiza- 
tion, as well as outstanding hospitalization, insurance 
and retirement plans, highlight employment benefits. 


For confidential treatment of your complete resume, 
reply to: 

Laundry and Textile Department 

J. B. Ford Division 


WYANDOTTE 


meee CHEMICALS CORPORATION 
i Wyandotte, Michigan 

















HELP WANTED 


MANAGER FOR INDUSTRIAL LAUNDRY. Are ycu aggressive—do you 
want to increase your income? We want men with managerial experi- 
ence in the industrial laundry and linen supply industry, Communicate 
with National Industrial Laundries, 1100 Sherman Avenue, Elizabeth, 
Nd. 1672-7 


LAUNDRY SUPERINTENDENT. Well-established firm in business over 70 
years. Doing over $8,500 per week in laundry and drycleaning sales 
Must have full knowledge of all phases of operation. Past work history 
must demonstrate the ability to supervise and direct the activities of pro- 
duction personnel. Plant located in northern Midwestern state. Excellent 
future for the right man. Please send current snapshot plus complete 


resume. ADDRESS: Box 2195, STARCHROOM LAUNDRY JOURNAL. 7 














SALESMEN WANTED 


COMMISSION SALESMAN COMMERCIAL LAUNDRY AND DRYCLEAN- 
ING MACHINERY. You will replace a man who is being promoted to a 
position of greater responsibility within our organization. Territory is 
southern Mississippi, part of western Florida and part of southern Ala 
bama. Good company benefits for man who can produce a substantial 
volume of clean, profitable sales. We have the best lines in the indus 
try. Advise full particulars first letter. PELLERIN LAUNDRY MA- 
CHINERY SALES CO., INC., P. O. Box 19263, New Orleans, La. NO 
PHONE CALLS PLEASE. 2187-14 








Experienced textile salesman to call on all Florida laundries, hotels and 
institutions for national textile house rated AAA1 D&B. Guaranteed draw 
against earnings under liberal profit-sharing arrangement. Someone with 


Florida following preferred. ADDRESS: Box 2194, STARCHROOM LAUN- 
DRY JOURNAL. 14 








CONSULTANTS 


Surveys of complete plants, single departments, or individual prob- 
lems. Any type laundry—commercial, linen supply, family, industrial, 
institutional. All phases including methods, incentives, layouts, produc- 
tion controls, mechanical, chemical, textile. HARRY COHEN, LAUN- 
DRY MANAGEMENT CONSULTANT, 745 Fifth Avenue, New York 22, 
N. Y. Tel.: ELdorado 5-1353. 1612-25 
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REPAIRS — PARTS — SERVICE 
REPAIR PARTS FOR ASHER IRONERS; GEARS ALL SIZES. Expert service 


men. Full line of Asher ironers rebuilt by men who know how. 


BAEHR LAUNDRY MACHINE CO., 29 Calumet Street, Newark 5, N. J. 
1228-37 











MISCELLANEOUS MERCHANDISE FOR SALE 


LAUNDRY LISTS—4'/, x 11”—$1.50 per 1,000 ‘~ 15,000 lots. White 16 Ib. 
bond. Park Printing, 1323 Pennsylvania Avenue, Pittsburgh 33, Pa. 
1799-45 
SPECIAL OFFER, FINE QUALITY 24 x 36 NYLON LAUNDRY NETS, ONLY 
$13.50 DOZEN. SEND $1.25 FOR SAMPLE NET. L. S. SUPPLY COMPANY, 
211-57 18th AVENUE, BAYSIDE 60, N. Y. 1914-45 
EQUIPMENT FOR SALE—Why make expensive repairs on obsolete dump 
valves when modern, leakproof, air-operated diaphragm valves cost so 
little? Write George W. Kriegh Laundry Machinery Co., 1786 No. Spring 
Street, Los Angeles 31, Calif. 2102-45 











SUEDE AND LEATHER SERVICE 


Wholesale leather and suede cleaning, redyeing, refinishing. Hun- 
dreds of satisfied customers in every s‘ate. Open account. Try our 
exclusive DAVOTEX process. You will become a regular customer. 
Cc. ©. D. CLEANING & DYEING CO., 1430 Harrison St., Davenport, 
Iowa. 654-13 
SUEDE and LEATHER—Cleaned, dyed, refinished. Guaranteed ‘*FRENCH- 
TEX" process. LAFRANCE DYE HOUSE, 7606 Carnegie Ave., Cleveland 3, 
Ohio. ‘‘Members of the S.L.R.A."’ 1930-13 











BUSINESS SERVICE 


Suits double-breasted made single. $9.95. Tailoring of any kind whole- 
sale. Also instructions by mail. Talis, 11 Pleasant St., Worcester, Mass. 
2163-10 











PROFESSIONAL NOTICES 


CARRUTHERS’ BULLETIN—the statistical Bulletin for the laundry and 
cleaning industries—weekly sales reports—monthly cost trends and 
articles of timely interest. 64 Bulletins—$15 annually—check in advance 
1 yr. $13.50, 2 yrs. $25. John Carruthers & Co., Inc., 909 Little Building, 
Boston—a statistical organization affiliated with John Carruthers & Com- 
pany, Accountants and Management Consultants, Boston, Hartford and 
Washington. 201-27 











BUSINESS OPPORTUNITIES 


MANUFACTURERS REPRESENTATIVES wanted for the power plant and 
washroom products. Wonderful opportunity with rapidly growing leader 


in field. ADDRESS: Box 2149, STARCHROOM LAUNDRY JOURNAL. 11 











LAUNDRIES AND CLEANING PLANTS FOR SALE 


WELL-ESTABLISHED LAUNDRY and DRYCLEANING PLANT located Bed- 
ford, Indiana, population 20,000. Average gross past 5 years $75,000. 
Building and equipment first-class condition. New boiler. Modern 2- 
room apartment. No indebtedness on property. Will sacrifice, substantial 
down payment, balance terms. Contact Stanley Campbell, 730 Fifth Av- 
enue, New York, N. Y., Tel. Cl 5-7879, or T. L. Montgomery, Bedford, 
Indiana, Tel. BR 5-4481. 2152-2 


FOR SALE PROFITABLE LAUNDRY AND CLEANING PLANT DOING 
$11,000 WEEKLY BUSINESS. Fully managed 25,000 square feet one-floor 
assembly-line operation in new building especially built. Considered one 
of the best laid out plants in VIRGINIA. Must be seen to be appreciated. 
Can be bought with or without property. Cash required $125,000. De- 
preciation will pay off balance. Owners retiring. ADDRESS: Box 2188, 
STARCHROOM LAUNDRY JOURNAL. -2 


A COMPLETE LAUNDRY AND DRYCLEANING PLANT IN SOUTHERN 
ONTARIO—ESTABLISHED OVER THIRTY YEARS—DOING OVER §$500,- 
000 YEARLY. JUST RECENTLY ENTERED INTO THE LINEN SUPPLY 
FIELD. EQUIPMENT IN EXCELLENT CONDITION. A VERY ATTRACTIVE 
PRICE FOR THE PURCHASER AND A FIFTEEN TO TWENTY YEAR 
LEASE ON THE BUILDING WITH A LOW OUTRIGHT PURCHASE PRICE 
AT TERMINATION OF LEASE OR BUILDING MAY BE PURCHASED OUT- 
RIGHT IMMEDIATELY. ADDRESS: Box 2189, STARCHROOM LAUNDRY 


JOURNAL. 2 











THE 
MARK 
RECORD 
SHEET 


is a great check against 
inaccurate marking. 
Records the marks used 
in all bundles; 

permits location of lot 
for all marks. 


Used for years by hundreds of 
laundries 


* 


Prevents duplication of marks; 
Avoids mixup of garments; 
Aids and simplifies sorting; 
Used in any marking system; 
Precludes thievery. 


* 


PRICE per thousand.......$7.50 
5,000 or more, per thousand 6.50 


* 


SAMPLES FREE(AI! shipmentsC.O.D. 


unless check accompanies order.) 


STARCHROGM 
LAUNDRY JOURNAL 


466 Lexington Ave., New York 17, N. Y. 


STARCHROOM LAUNDRY JOURNAL 
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The Teen-Age Market 


SHIRTS 

Beat the Clock 

Coin-Op Does Shirts 
While-U-Wait 

Detour Sparks All-Out Sales 
Effort 

Do You Know Shirt Values? 

Hot Sorting 

Las Vegas’ Newest Family 
Laundry 

Louisville Laundries Sell Shirts 
at Retail 

Shirt Production Short Cut 

A $250,000 Plant for Darien 

What the Customer Wants 
in a Shirt 


SIDELINES 

Detour Sparks All-Out Sales 
Effort 

5 Ways To Increase Sales 

What About Dust Mop Service 


TELEPHONE PROGRAM 

How Many Sales Have You 
Passed Up Lately? 

The Line's Busy 


TRAINING 


The ABC's of Training 
Counter Girls 

Simple Tests Cut Risk in 
Hiring 

A Teacher Must Know 

Unions-Management Sponsor 
Sales Course 

What To Look For in Hiring 
a Plant Engineer 


TRUCKS 


How To Keep Route Sales 
Growing 
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Want a Cooler Plant This 
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REUBEN H. DONNELLEY MAGAZINES 


products! 


Moving many products to many markets is the basic action of 
Donnelley magazines. 


The readers of all 10 are live prospects. In their business or pro- 
fession they have a direct voice or major influence in decisions to 
purchase ... which makes them important people for you to know. 


Donnelley readers are prospects for some pretty diversified prod- 
ucts. They buy bleach and borax . . . packaging materials of all 
kinds ... detergents ... turbines and gauges .. . fire engines and 
resuscitators ... chocolate syrup ... skis and baseballs... canned 
foods and cosmetics . . . electric brooders and electric freezers. 
Donnelley magazines, edited to help readers do the job better, 
build and maintain markets in the fields they reach. Our editors 
are hard-working, pace-setiing pros who grew up in the businesses 
and professions they serve. Donnelley magazines are respected 
for that reason. 

Isn’t this the sort of editorial atmosphere you'd like to advertise 
in? Aren’t these the prospects you want to reach? Hundreds of 
leading advertisers do. They get results. 


STARCHROOM LAUNDRY 
JOURNAL 


Edited by the largest, most experienced 


ton 


editorial staff, it is the only national ABC 
Journal ee ggepagacadh eenagyas 
sn iartvonan te audited circulation publication serving 


this important industry. 


STARCHROOM’s readers, by actual 
count, employ more people, buy more 
equipment and supplies, and do more 
than twice the volume of business of 
the average laundry. Jobbers—the most 
sensitive gauge of this market—vote 
STARCHROOM the most influential 
publication in the laundry field by 6 to 1! 


THE REUBEN H. DONNELLEY CORPORATION 
Magazine Publishing Division, 466 Lexington Ave., N.Y. 17, N.Y. 


STARCHROOM LAUNDRY JOURNAL 





pedvertioens tn “his Tssue 


A 


1 
American Laundry Machin- 
ery Co., The .... 25, 26—27 
Aurora Manufacturing Corp. 69 
Automatic Service & Supply 
Co., Inc. 


Bishop Freeman Co. ...... 
Been, te, Os As. ccc ee 
ole eS) eae 


Cc 


Chevrolet Division of 

General Motors 
Chicago Dryer Co. ....... s 
Cissell Manufacturing Co., 

. Sereeerere 21 
Clinton Corn Processing Co. 67 
Colgate-Palmolive Co. .... 45 
Cowles Chemical Co. . 4th Cover 
Cummings-Landau Laundry 

Machinery Co., Inc. .. 54—55 


Darnell Corp., Ltd. ....... 
Diamond Alkali Co. ...... 
Divco-Wayne Corp. ...... 


Ellis Drier Co., The .. 3rd Cover 


F 
Ford Motor Co. ....... 40-41 


G 


Gibraltar Fabrics, Inc. 


H 


Huebsch Originators 
Hungerford & Terry, Inc. . . 


International Harvester Co. 


50-51 


See, Gs co cee 


December, 1959 











WE'VE 
MOVED! 


On December 4, our address 
changed to 466 Lexington 
Avenue— in the heart of Man- 
hattan’s Midtown East Side.* 


Expansion in the last few years 
—the growth of our publishing 
organization from three maga- 
zines to ten—triggered the 
move to bigger quarters. 


So now you’ll find the staff of 
the JOURNAL just a few steps 
from Grand Central Station 

. a few blocks from the East 
Side Air Terminal .. . “right 
in the neighborhood” for those 
of our readers and advertisers 
who come to or pass through 
our city. 


Won’t you make it a point, 
please, to remember you’re al- 
ways welcome when you visit 
the offices of THE LAUNDRY 
JOURNAL? 


Cordially, 

the staff of 
STARCHROOM LAUNDRY 

JOURNAL 


* Our telephone number (ORe- 
gon 9-4000) remains the 


same. Do call us when we 


may be of service. 
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Tu the Warch... 


SLJ Honor Winner 
To the Editor: 

My husband returned from Army 
camp, had a new picture taken—but 
not in time. For the following Satur- 
day he brought home an issue of your 
August 1959 magazine with his story 


in it. 


I am sending you the picture any- 
way in hopes that there may be a 
chance of your using it in a future 
issue. 

Mrs. Jack P. SMITH 
Danville, Illinois 


We are sorry we did not receive 
Mr. Smith’s photo in time to publish 
it along with his excellent Honor Win- 
ning entry in our Parade of Progress 
Contest.—Eprror 


Route Nudist Contest 
To the Editor: 

One of our clients has asked us to 
track down a story that you ran about 
a year ago on a “Nudist” Contest for 
driver salesmen. .. . 

Rosert M. UrpDIALES 
John R. Little Advertising 
Racine, Wis. 


See “Dress Right for Sales,” June 
1957 STARCHROOM LAUNDRY JOURNAL, 
page 42.—Epiror 


Hattie’s at It 
To the Editor: 

Thank you for your kind letter. I 
met Mr. Ed. Maurer yesterday, and 
told him I have heard from you. He 
had very kind words for you. He has 
been at your place a few times. 

Now will tell you a little more 
about my little shop. My signs I write 


80 


in longhand, and next to them I put a 
short poem or some timely reading. 


You would be surprised how persons 
will stop and read all of it. A small 
sign such as this: 


We turn collars on shirts. 
We shorten sleeves on all shirts. 


And next to it, a little poem: 


Life is a story in volumes three. 
The past, the present, and the yet to 


be. 
The first is finished and laid away. 
The second we are reading day by 
day. 
The third and last of volumes three, 
Ts locked from sight . . . 
God keeps the key. 

This one has been put in our daily 
paper, and ever so many people have 
stopped in the window to copy it. 

Harrie HABLE 

Fine Laundry and Dry Cleaning 
Service 

St. Paul, Minn. 


Shirt Sales Stories 
To the Editor; 

We have a customer who is inter- 
ested in shirt promotion for the selling 
of shirts to laundry customers and we 
are wondering if you have published 
any editorials on this subject within 
the past year. ... 

N. R. HorFMAN 
H. Kohnstamm & Co., Inc. 


New York, N. Y. 


Two shirt selling plans were intro- 
duced in May of this year and we've 
run several articles relating to the sub- 
ject since then. 

“Louisville Shirt Plan,” June, page 

90. 
“What the Customer Wants in a 
Shirt,” July, pages 20, 24. 

“Do You Know Shirt Values?” Au- 
gust, pages 14, 15, 18, 20, 60. 
“Louisville Laundries Sell Shirts at 

Retail,” September, pages 31, 33, 
34, 





Let’s Hear from You... 
We welcome your inquiries, your 
views about every phase of the laun- 
dry industry, your problems and your 
solutions to problems, Address letters 


to: 
The Editor 


Sterchroom Laundry Journal 
466 Lexington Avenue 


New York 17, N. Y. 











“Shirt Buying Guides,” September, 
page 80. 
The idea is just beginning to snow- 
ball so we'll have more on it in the 
future —EDITOR 


Teen Market Enthusiast 


To the Editor: 

I have just finished reading every 
lovin’ word of your Teen-Age Market 
feature, and can’t wait to say con- 
gratulations to you and your staff for 
the best, most thought-provoking 
group of articles I can imagine any- 
one presenting to the industry. 

Any laundryman or drycleaner 
should be willing to pay many times 
the yearly subscription price for this 
issue alone! 

For years we have been after 
_ (since they have such 
a beautiful plant) to go into a tour 
program. With this masterful “reason 
why” evidence which you have pre- 
sented... well try again! ... 

Peccy DwyIER 

Bureau of Laundry & Dry Cleaning 

Standards 
Washington, D. C. 


LM’s Love Lou, Too 


To the Editor: 

There have been two awakenings 
on the West Coast, in Southern Cali- 
fornia particularly. . . . The first was 
when your jovial West Coast editor, 
Mr. Lou Bellew, first walked into the 
Santa Fe Coast Lines Hospita] and be- 
gan to realize that institutional Jaun- 
dries have something besides a tub 
and scrubboard. . . 

The second was after Lou had 
visited more institutional plants and I 
invited him to talk before our group 
at our regular monthly meeting. He 
really woke the institutional laundry 
managers up with his jokes, stories, 
cartoons and “Gadgets” . . . 

When I went to work for Santa Fe 
Coast Lines three and a half years ago 
the first thing I asked my administra- 
tor to get for me was STARCHROOM. 
Then I was successful enough to win 
the “Certificate of Merit” in your 
$10,000 Parade of Progress. . . 

Roy F. MERCER 
Secretary-Treasurer 
Institutional Laundry Managers’ 
Association, Inc., of 

Southern California 


STARCHROOM LAUNDRY JOURNAL 











THE MASTER MIND. 





Yu 


You can go a long way in beating inflationary costs by taking ad- 


vantage of the full automatic operation of the ELLIS Unloading 
Type Washer. 


Each washer has a “mind of its own,” which is a single contro] 
station that governs a central supply system. All washing supplies 
are delivered direct to each unit, metered and timed to a scheduled 


formula. 


The entire washing cycle is completed automatically. No waste, no 
guesswork. You get a uniform wash, more loads per day, and with 


a minimum of man-hours. 


This proven time-saving method will quickly improve your profits, 
and your production. Write for further information today. ELLIS 
equipment is built for both large and small plants. 


$e ELLE 7 


2444 NORTH C RAW FOR D AVENUE 


CIN Aa Thad CHICAGO KVL TEATS 


Mr. George W. Kriegh, Pacific Coast Representative of The Ellis Drier Co., 1786 N. Spring St., Los Angeles 31, Calif 








rinse cold! 
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Cowles Escolloid trims your fuel bill because hot 


iS EASY WITH water isn’t needed for rinsing! Use Escolloid dry on 
the break, then combine it with soap in the suds. 


Bleach moderately —then RINSE COLD! You get 
the load out FAST, CLEAN, ECONOMICALLY ... 
Get Escolloid in 100-lb. bags or 350-lb. drums. 


Let your Cowles Technical Man show you how 
to get dirt and sweat stains off collars and cuffs. 
It's easy and safe with Cowles ESCOLLOID. 


CHEMICAL COMPANY 





7016 Euclid Ave. Cleveland 3, Ohio 








